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BOOT AND SHOE RECORDER 


ENDING all alibis! 
sons why the boot biz is n.g.: 
February—Best spenders go to Flor- 
ida. (Besides it has only 28 days.) 
March—lIs bad because it takes in Lent 
and the best people don’t go places. 
April—Is worse because people are 
spending their coin on Easter eggs and 





May—ls lousy because the weather is 
too nice. 

June—Is off because people are getting 
ready for vacations. 

July and August are terrible because 
everybody is away. 

September—Is punk because people 
are still broke from their vacations. 

October—Is off because people are 
spending money for football tickets and 
booze 


November—People worry over elec- 
tions and buy coal. 

December—Is worst of all because of 
Christmas shopping. 

January—Is a bad month because it is 
after New Year’s and Christmas and 


people are broke. 
* 7 a 


S, J. FOSDICK, store manager for 
Boggs & Buhl, Pittsburgh, Pa., says: 


Twelve rea- 


FEBRUARY 


1, 1941 





“Over the last twenty years, the 
figures of expense indicate that 
stores have done very little to in- 
crease the efficiency of their opera- 
tions. Many expense items appear 
to be as fixed as death and taxes. 
As sales have gone up and down 
these ratios have for a time re- 
mained the same, but in the most 
recent years, the expense curve has 
been decidedly on the up. Over a 
ten-year period, taxes have trebled, 
advertising and supplies show in- 
creases of 14 of 1%; general selling 
six-tenths of one per cent. While 
gross margins in the same period 











have increased 2.5%, expenses have 
increased 3.9%. Net profit in the 
ordinary sense has fallen from 
1.6% to .2% of net sales. 

“Ah, there is that horrible word 
‘mark-down.’ Being just a store 
manager, it seems horrible, because 
mark-downs are net profits thrown 
out the window. I have heard mer- 
chandise people argue that mark- 


(11) 


downs are healthy. 1| can’t imagine 
that any mark-down can be healthy, 
as it lowers gross profit and thus 
net. Admittedly, they are necessary 
because the merchant guessed 
wrong. How can there be satisfac- 
tion in such a negative operation? 





More than a quarter of a century 
ago, my father taught me in a little 
country store in the Far West that 
the last pair of shoes on the shelf 
was our profit. Therefore, we 
should regard it with respect and 
consideration, and make every ef- 
fort to get rid of it on as favorable 
terms as the first pair in the lot. 
“Humbly, may I suggest to your 
merchandise people that you view 
mark-downs as a disgrace, and 
therefore to be shunned by remov- 
ing as nearly as possible their ne- 
cessity. Also that clearance mer- 
chandise is your profit and should 
be respected as such. This leads us 
to the point of speculative buying. 











[12] 


I recall walking through the stock 
rooms of a good-sized store one 
time, where I saw huge stocks of 
goods. I noted floor areas tied up 
at high rental figures, I noted in- 
creased stock-keeping costs as well 
as all the costs resulting from lower 
turn-over. The merchandise man- 
ager retorted that that was potential 
profit. As you will all recall, such 
speculative stocks in 1937 resulted 
in huge mark-downs in 1938. The 
merchants’ job of distribution is not 
one of building up stocks for specu- 
lative profits. If his gambling in- 
stinct is high, let him satisfy that 
instinct on the stock market or 
around the poker table.” 





EDWARD J. BROWN, merchan- 
dise manager of Arnold Constable 
& Co., New York, says: 

“Prices inevitably must rise, but 
the degree to which they rise pre- 
sents one of the principle problems 
confronting us. Since the outbreak 
of the war, the index of twenty-nine 
basic commodities as charted by the 
Department of Labor’s bureau of 
statistics has risen 20%. Whole- 
sale prices have increased 642%. 
Retail prices, however, have in- 
creased only 144%. Obviously, the 
commodity and wholesale price in- 
creases must ultimately be reflected 
by a further increase in retail 
prices. This means higher average 
sales, which factor alone should 
bring increased dollar volume. As 
you know, there is tremendous gov- 
ernmental pressure being exerted to 
prevent a run-away market. Miss 
Harriet Elliot and Mr. Leon Hen- 
derson of the National Defense Ad- 
visory Commission in Washington 
are guarding the interests of the 
consumer with great energy and the 
retailers of the country through 
various channels have shown ad- 
mirable cooperation. It is of tre- 
mendous importance that we pay in- 
creases only when completely justi- 
fied through analysis of the costs 
necessitating them.” 
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NEW HORIZONS 


—The soy bean, which is an im- 
portant food item in China and 
Japan, is now grown extensively 
in this country, not only for forage 
but for numerous manufactured 
products as well. 

—Automobile bodies, for instance, 
are being made from soy beans; 
and recently, when | was eating 
some salted soy beans, it suddenly 
dawned on me that | was destroy- 
ing a potential automobile fender. 

—A sizable army of brilliant chem- 
ists and research technicians are 
waving magic wands in labora- 
tories all over this great and busy 
country of ours. 

—At the Parade of Science recently 
held at the Waldorf-Astoria, | 
saw a fashionable tailored suit 
made of casein of milk. 

—Also a glamorous velvet dinner 
dress made from coal, air and 
water. 

—And every day we hear of the 
marvelous cures being effected by 
that miraculous new drug—Sulfa- 
nilamide—and its derivatives. 

—These, and thousands of other 
wonderfully conceived and cre- 
ated materials and products are 
being placed on the market to 
give us a still better and healthier 
standard of living. 

—So, don't let anyone tel! you that 
America has reached its limit of 
growth and development—for we 
have New Horizons ahead that 
will make Aladdin's Lamp look 
like your great - grandmother's 
home made wax candle. 


a 


President 





AN editorial published in a recent 
issue of the Columbus (Ohio) 
Dispatch, said in part: 

“Here is renewed evidence of a 
trend of which Herbert N. Lape of 
the Julian Kokenge Co. and other 


far sighted employers like him are 
the spearhead. It is one which will 
serve to establish a genuine com- 
munity of interest likely to be more 
productive in its end-result than 
controls and strictures imposed from 
without the organization. This is 
well exemplified in these words, 
quoted directly from Mr. Lape’s 
message : 

“*We are proud of our organiza- 
tion and the product we make and 
also of the workers whose skill 
makes it possible for us to sell to 
the leading concerns throughout the 
country. . . . The problems of the 
future are great and there seems to 


MY FAMILY 


be but little that we can do to change 
the trend of the times, but I can as- 
sure you that we will overlook no 
opportunity to dispose of our mer- 
chandise, though there be but little 
profit in the transaction, having in 
mind that it is necessary that you 
people who have served us so faith- 
fully in the past must also live in 
the future.’ 

“Felicitations are due to Mr. Lape 
and to his company’s workers and 
to the community fortunate enough 
to have this heartening example of 
the best in modern industrial rela- 
tionships.” 

+. 7 * 
PAUL C. SCOTT of Scott Foot Ap- 
pliance Company, Omaha, Neb., 
thinks that, “This is going to be a 
fairly good year for the firm or in- 
stitution that gets out and goes after 
the business and doesn’t try to fig- 
ure what effect every little unusual 
happening is going to have upon 
them. We are going to have plenty 
of troubles and unusual occurrences, 
as I see it, but if we will keep our 
heads and keep working hard, we 
will pull through them the same as 


we always have.” 
* * * 


TOM PETERSON of Napier’s, 
Omaha, Nebraska—in renewing his 
subscription, says: 

“I am very enthusiastic about re- 
newing my subscription for you 
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sure give value. I think that your 
December 28 ‘Our Industry’ issue 
alone is well worth the price of a 
year’s subscription.” 
. * 2 

DONALD M. NELSON, Director 
of Purchasing, Office of Production 
Management in Washington, D. C., 
says: 

“When the Defense Program was 


first undertaken the general policy 
was to superimpose the Defense 
Program on the normal require- 
ments for the civilian population 
and orders were placed with indus- 
tries with that idea in mind. The 
Defense Program has now, how- 
ever, passed into the second stage. 
Made necessary by events abroad 
we have to speed up procurement of 
defense items and the defense pro- 
gram can no longer be superim- 
posed. It must go along, coordinate 
with the requirements for civilian 
needs. 

“We must have the material with 
which to defend ourselves against 
any aggressor. If it is possible to 
produce what we need and still take 


NEED 
Tana’ 


you 
WHILE 


” ad 


care of our business as usual that, 
of course, is what I want to do, but 
we must have the defense material 
regardless.” 

(Departing from his prepared 
text, Mr. Nelson at this point dis- 
cussed the timing of government 
purchases so as to provide the least 
conflict with civilian production, 
and the inventory policy of retailers 
which he felt would do most toward 
facilitating defense production. Mr. 
Nelson also stressed the role of the 
retailer as a morale builder in the 
Community during the defense pro- 
gram, urging the avoidance of “buy 
now” themes or any other measures 
which might contribute to artificial 


increases in the prices of consumer 
goods. ) 

“I might add that I dare to hope 
that if we are successful in this 
gigantic program of national effort 
we shall not only find the way back 
to normal times but we shall find 
our way forward to much better 
times and conditions in a nation 
that has learned much from the 
stress of cooperative effort and joint 


sacrifice.” 
* * * 


E. G. BURTON, general manager 
of The Robert Simpson Co., Lt., 
Toronto, Canada, says: 

“War has had very far-reaching 
effects on the retail business of Can- 
ada, and the phases about which | 
have been asked to speak, seem to 
fall into two headings. First, the 
many problems of providing mer- 
chandise for the business, and sec- 
ondly, the effects of greatly in- 
creased taxation and governmental 
control on the distribution and 
prices of merchandise. 

“This has been a record year for 
retailers in the Dominion of Can- 
ada. Due to the Government’s ex- 
penditures on the war effort on its 
own behalf and on behalf of the 
British Government, industrial ac- 
tivity is at the highest level ever 
recorded in Canada. Recipients of 
relief are disappearing in every mu- 


nicipality as the tempo of the indus- 
trial economy is being accelerated 
to turn out the necessary equipment 
for the fighting forces. Public buy- 
ing has been greater than ever 
before. 

“It would therefore appear that 
there is a smaller amount of pur- 
chasing power in the hands of a 


greater number of people than be- 
fore the outbreak of the war. Wage 
rates have been increased slightly 
in the lower income brackets to take 
care of some of the deductions from 
earnings.” 


THE OTHER HALF 


If you were the heel and I were the 
toe, 
We'd dance our way together, 
And heel and toe our lives away 
As lightly as a feather. 


On the edge of dawn we'd trip the 
years, 
Glad that our love was real, 
If you were a heel and I were a 
toe— 
But dammit! you're just a heel! 








“If the shoe fits, wear it—I always say.” 
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E. W. SUDLOW 


Hawaii and the Hula Hula are 
very much in the style picture 
this year. This exotic swim suit 
is an authentic fashion from the 
islands, with synthetic fibre hula 
skirt attached to cotton printed 
panties and brief printed bra. 
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Coler Was the Keynote of the Sunshine Fashions Recently Presented 
to the Fashion World in Miami. Color in Exotic Prints for Cabana 
Pajamas and Evening Gowns. Color in Slacks and Shorts and Scarlet 
or Blue Nautical Brass-Buttoned Jackets. And Color in Many Types 
of Swim Suits. A Golden Sun Yellow Was Featured in Erery Group 
of Costumes. It Was Beautifaliy Combined with a New Rosy Flame 
Shade of Orange. Americana Red, White and Blue Was Big Talk. 
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WEARABLE, comfortable, high style fashions were 
the order of the day at Burdine’s First Showing of 1941 
Sunshine Fashions held recently in Miami. Fashion 
experts from far and wide, even distant London, were 
among the audience of 10,000 who went to see the styles 
which will set the trends for the coming Summer. Twelve 
of John Powers’ famous “long-stemmed American 
beauties” had been flown down to take part in the show. 
Every model had been styled expressly for Burdine’s 
and was designed for immediate wear. Judging by the 
styles shown, extreme ultra-ultra styles are out. Wear- 
ability and comfort are in. Color was, of course, of 
prime importance. 

Quite important was the ever-recurring combination 
of solid colors with stripes, plaids and checks. Fre- 
quently there was a perfect matching of color but 
enough contrast was introduced to indicate that contrast 
in color is going to be very much in the picture. While 
all white was noticeable for its absence throughout the 
entire showing, there was a lot of white with color 
accent. Many smart white suits were shown with plaid or 
colored blouses. For the most part long-sleeved blouses 


Red, white and blue . . . the Americana motif 
. . . is the theme of this beach suit shown in 
Burdine’s Original Sunshine Fashion Show. The 
suit is of water velva and the parasol of wool. 


were used with every type of costume—from play suits 
to dinner gowns. Trimmed skirts were frequently seen. 
bands of plaid on a plain finish, for instance. And 
pleated skirts showed up occasionally. 

Prints were tremendously colorful—enormous gay, 
exotic patterns at their best in patio or cabaifia pajamas 
and evening gowns. Slacks were shown in many versions; 
the sailor boy strictly nautical slack; the slack of cot- 
ton, of jersey, wool or linen. Patio and cabajia slacks 
made lovely ensembles when topped by long-sleeved 


blouses. The Chinese mandarin influence was promi- 
nent. Slacks appeared in two and three-piece ensem- 
bles, with an occasional one-piece effect. Mostly they 
were well-tailored but again the huge-legged pajama 
was seen. Very smart were the long cut Bermuda shorts, 
almost knee length and tapering off into a cuff. With 

[TURN TO PAGE 33, PLEASE] 


Two of the new Sunshine Fashions ideal 

for cool days in the land of sunshine. 

The two piece suit of white is trimmed 

in white fox. The second suit is one of 
the new pastel woolens. 











Separate and Distinct from Casual Types, as the Classification is 
Commonly Understood, Play Shoes Like These Are Ideal American 
Summer Shoes. For Informal Town Wear the Casual Shoe, More 
Formal And More Substantial than the Play Shoe, Will Continue 


through Spring into Summer. 


Reading left to right: Popular 
saddle color with fine fringe 
trimming in contrasting brown; 
A Hi-Larks from Pli-Mode. 
Genuine moccasin upper with 
firm walking sole, lightened and 
softened by middle layer of 
cork; Kickapoo by A. Sandler. 
Pale beige crushed goatskin 
smartly trimmed with sole and 
heel in East Indian striped 
fabric, with a re-tanned soie for 
long service. The “Glider,” from 
Daniel Green. 


Reading left to right: 
Stripes take style hon 
ors again this year. 
Light, practical little 
play shoe, a Play 
Chum from La Mar- 
quise. Smart combi- 
nation in yellow and 
brown  hopsacking. 
White shoe with 
striped platform sole 
and scarf tie run 
through great brass 
eyelets. Two models 
from Swan. Very {une 
tional, very smart, this 
lace-to-the-toe oxford. 
Especially good for « 
foot that needs firm 
lacing. From Daniel 
Green. 











CASUAL shoes for Fall and Winter 
country wear when a more substantial shoe than the 
typical play shoe is needed. Casual shoes permitted for 
town wear 12-months in the year when worn with the 
correspondingly casual town clothes. (Casual clothes 
have been smart in town for several seasons past, but 
never to the exclusion gf other types.) 

Play shoes for Spring and Summer country wear. 
Play shoes to be worn only with play clothes, there- 
fore never to be worn in town. A leading play shoe 
manufacturer . . . making only that type of shoe. . . 
expressed himself very strongly to us recently on that 
point. “The last thing we want to see happen,” he said, 
“js women wearing our shoes in town. We don’t want 
play shoes to become so common that women will be- 
come tired of them.” Certain types, he was forced to 
admit, can look very smart on city streets when worn 
with the right accessories and the right costumes. The 
shoe that can be smartly worn in town is not strictly 


speaking a play shoe, however. It belongs in the casual 
group. 

The styles shown here fall chiefly in the play group. 
The shoe with matching bag could be worn in town just 
as it appears here in the natural linen and contrasting 
leather combination. The leather slip-on with fringe 
trimming could be worn with certain types of town cos- 
tumes and not be too informal. It would look smarter 
worn out of town, however. The little oxford laced to 
the toe if made in leather and the low slip-on with but- 
toned down tongue might also have a place with in- 
formal Summer town clothes. The remaining styles are 
definitely play shoes designed to wear with country 


play clothes . . . slacks, shorts and simple cotton frocks. 


Functional describes these shoes. 
with low heels, broad treads, cushiony soles . 
shown here a non-skid sole . . . easy adjustment; sturdy, 
soft materials. Open-up for coolness and ease, they 

[TURN TO PAGE 36, PLEASE] 


They are made 
one 


Above, reading left to right: 
Adaptable pattern for outdoor and 
indoor wear, shown here with strap 
forward. In man’s size shown with 
strap snapped back against back 
strap for house wear. Both are 
from Foot-Sadls. Newest use of 
plastics in a huarache is shown in 
attractive number from California 
Shoes. Two trends, American and 
Greek, are expressed in low-heeled 
sandal at right from A. Sandler. 


Matching bag and shoe in genuine 
Irish linen with saddle-stitched 
leather trim show two new “Rope 
Tricks” by Joyce. American devel- 
opment of the espadrille by J. 
Mackey is shown two ways so that 
vou may see the corrugated non- 
slip hemp sole. From above it 
looks like any rope sole typical 
espadrille. 














Plan 
Ahead 


for 


Profit 


1 THIS is a short month so 

you must make every day 
count. Be sure that whatever 
you featured in last night's 
newspaper ad is well displayed 
in the windows today. A good 
special or two will help the 
day's business if prominently 
featured in the windows with 
strong display cards. 


8 OF course all your sales- 

people are thoroughly 
posted on your new Spring 
styles, and on footwear style 
trends in general for the new 
season. If they are not, then 
you should insist that they read 
the BOOT AND SHOE RE. 
CORDER each week so they will 
be abreast of the times. 


15 IF you have some specials 
for the day display them 
on tables in the front of the 
store and see that the attention 
of all customers is called to 
them. Are you watching what 
your competition is doing? Do 
you check their window displays 
regularly, and do you keep a 
file of their newspaper adver- 
tising? 


99 WASHINGTON'S 

BIRTHDAY. You will 
have a window observing the 
event of course. With the re- 
newed interest in patriotic 
events of these days it is wise 
to give all special days some 
recognition. Put in special win- 
dows for your children's shoe 
event today. Have a Washing- 
ton's Birthday souvenir for each 
child customer. 


3 WHEN you change you 

window displays today i: 
is time to get some “Spring 
atmosphere” into the trims. |: 
is not time to put in your Spring 
backgrounds of course, but yo. 
have a few new styles that car 
be featured as “first styles o! 


the new Spring season.” 


10 NEXT Friday is St. Voi 

entine's Day so this 
should be the theme of the win 
dow displays for this week. A 
big red heart on each back. 
ground and red heart price 
tickets will give proper atmos. 
phere. How about featuring 
one, two and three pair boxes 
of hosiery for Valentine gifts? 


1 SPRING styles should 

get increased attention 
in the window displays for this 
week which you install today. 
It will pay you to force the seo- 
son, because Easter is late and 
you can thus have two selling 
seasons, an early Spring seo- 
son and the usual pre-Easter 
selling season. 


9 4 You're starting the last 

week of February. Hos 
the month been up to your er- 
pectations so far? If not it 
would be well to try and stir up 
some extra business this week 
When you change your win- 
dows today increase the Spring 
theme in your displays with 
suitable cards. 





t. Vai- 
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With Three Important Holidays, February Offers Ex- 
cellent Opportunities for Special Promotions, and Re- 
tailers Should Make Their Plans to Take Full Adcan- 
tage of the Sales Possibilites This Month Affords— 
New ts the Time for Advance Promotion of Spring 


Footwear in Newspapers and Windows. 


4 IT is none too early for o 
postal card mailing to 
your customer list bearing a 
brief announcement that "the 
first new footwear styles for 
Spring are here.” This will ap- 
peal to those who like to be 
“first” and will create interest 
in the new season and its styles 
among all your customers. 


11 A LETTER or a folder to 

all of your accounts, 
suggesting that silk hose in a 
white box tied with a red rib- 
bon is a perfect Valentine 
gift, will get some business. 
Offer to fill mail or phone or- 
ders and make delivery on Val- 
entine's Day if the purchaser so 
desires. 


18 SINCE Saturday is 

Washington's Birthday 
and also a day on which there 
is no school it would be a good 
day for a children's shoe event, 
in which event you should mail 
some sort of an announcement 
to your customer list today or 
tomorrow. Feature all your lines 
with one or two leaders. 


9 THIS would be a good 

time to plan the Spring 
style announcement that you 
will want to mail very soon now. 
We suggest an attractive little 
folder to be accompanied by 
the best selling letter that you 
can write. Your printer can 
- you materially with this 


THIS is the day to make 

your weekly stock check, 

and do it early, before the 

store gets busy. Be thorough 

about it, too, for with the new 

just ahead and new 

stock arriving, it is important 

that your stock records be com- 

plete and accurate if you are 
going to have control. 





1 LINCOLN'S BIRTHDAY. 

Be sure to put in a window 
commemorating this day. And 
make that weekly check of 
stocks the very first thing this 
morning. Check your fixture 
room too, to see if anything is 
needed, and to make sure 
everything is put away in a 
neat and orderly fashion. 


19 AFTER you have finished 

your check of stocks to- 
day look over the figures on the 
more or less staple lines you 
have been carrying throughout 
the Winter months. These lines 
hould be reducing gradually 
for in another month you will 
want to have most of them dis- 
posed of. 





96 YOUR first job today is 

to make your weekly 
check of stocks. You will want 
to look back over the checks of 
the last few weeks to see how 
the early Spring styles are sell- 
ing, although it is really too 
soon to form any real opinion 
as which style trends are going 
to find the most favor. 


6 If you have not revised 

your mailing list since the 
holiday season, it would be ad- 
visable to go over it thoroughly 
and bring it up to date. Make 
sure all new names have been 
added, that all addresses are 
correct and that all dead 
names are eliminated. Have 
you changed your interior trims 
lately? 


13 ARE all your salespeople 
suggesting boxed hosiery 
for Valentine gifts? They should 
be doing this all this week. 
Have a sample box, tied with 
ribbon so that customers can 
see just how the finished gift 
package looks. A little effort 
here will get a lot of extra 
sales. 


20 IT is getting near to the 

time when you will want 
to put in your Spring window 
trims and interior displays. Are 
they ready, or are you sure they 
will be ready when you need 
them? If not you had better 
take steps right now to get the 
work on them started. 


97 YOU had better give 
some time today to your 
plans for March. It will be an 
important month, and good 
promotion on your part will 
make it better than normal. 
Check over your window and 
advertising schedules for the 
month to make sure every line 
is getting its share of atten- 
tion. 


7 MAKE the feature of to- 

day's newspaper ad for 
Saturday selling an announce- 
ment of any new Spring styles 
that you have received. A spe- 
cial Saturday offer on women's 
silk hosiery will help pull in 
business, too. Now is a good 
time to consider whether your 
newspaper mat service is satis- 
factory. 


1 ST. VALENTINE'’S DAY. 
Tonight at the close of 
business remove your Valentine 
window displays and put in 
some quick, simple displays for 
Saturday. If you feature any 
specials in today's newspaper 
ads you can build your Satur- 
day windows around these 
items. Advertise your newest 
Spring arrivals in today's ad. 


91 IF you are having a spe- 

cial children's shoe event 
tomorrow you will want a pow- 
erful ad in today telling about 
it. Put the emphasis on quality 
and service and value because 
those are the things that ap- 
peal to parents. And give your 
leaders a good play of course. 


98 IT is always good to 

have a month begin on 
Saturday because it gets you 
away to a good start. Prepare 
a strong newspaper ad for to- 
day that will bring a lot of cus- 
tomers in tomorrow to see those 
new Spring shoe styles you de- 
scribed. Play up the new ho- 
siery colors. 








Displays That Boast a Real 
Selling Function and Pull 
Customers and Prospective 


Customers Into the Store. 


Boys’ section of an early Winter shoe 
window by Geuting’s, Philadelphia. 
“Boys, Pep Up Your Take Off!” was 
the caption in the background. This 
window was designed by Craig Embree, 
display manager for Geuting’s, and 
executed under his direct supervision. 


“Wear "Em South,” was the timely 
caption of the novel display of cruise and 
Designed 


southern resort shoes below. 

by Ben Gladstein, window expert for 
Stuart Brooks Red Cross Shoe Store, 35 
East 14th Street, New York. Note how 
palm tree decorations form display stands. 


Sell SHOES . . . 

















HM ERE are four current shoe windows which obviously 
were designed, not to sell atmosphere or accessories, but 
to focus attention on the shoes themselves. In other 
words, the decorative features attract the interest of 
prospective customers but do not distract attention from 
the merchandise. They serve rather to direct the vision 
of the observer direct to the shoes. Notice, for example, 
how the airplane in the boys’ shoe window by Geuting’s, 
of Philadelphia, really functions as a pointer and guides 
the attention of the person looking into the window to 
the group of shoes in the foreground. 

Again, in the Ansonia window, the picture frames 
serve to individualize the shoes and the fabrics that go 
with them. The window shopper is aided in seeing each 


Various fabrics for street and eve- 
ning wear were shown with shoes 
to match in picture frames sus- 
pended in the center of above dis- 
play in the 34th Street store of 
Ansonia, New York. Ben Finkel- 
stein, display manager for Ansonia, 
originated the idea and worked it 
out in red and beige plan. 


The Fair Store, State Street. Chi- 
cago, presented the Spring display 
of men’s shoes shown at the right 
during the National Shoe Fair 
early in January. A simple, well- 
executed display which shows the 
patterns and shapes of shoes. 


shoe as an individual item, because the frame separates 


and singles it out from the other shoes in the window. 
In the Stuart Brooks window the palm leaves and the 
sand effect give a southern tropical atmosphere, which 


does not in any degree detract from the interest in the 


shoes themselves. In fact the palms serve the very prac- 
tical purpose of shoe display stands. 

The men’s shoe window from The Fair Store, Chicago, 
represents another very practical yet pleasing design in 
which the main objective is to show and sell shoes, and 
careful attention is given to placing them so the details 
of last and pattern in each case show up the best pos- 


sible advantage. 





. 
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THIS YEAR 


day It with COLOR... 





If Ever There Was a Year for Selling Color, This Is the Year. 
Se Sell Color to Your Customer. Sell Her the New Wine Reds, 
the New Beiges, the New Tans. Teli Her There Have Never Been 
So Many Pretty Shoe Colors. Tell Her to Treat Herself to a 
Little Color in Her Easter Shoes and Accessories. And Tell Her 
These Are Colors She Can Wear Right Through tothe White Season. 





BERRY... 


New Spring Wine to Complement Spring Costumes 


WINE . . . back again in the Spring style 
picture. Wine the natural follow-up to the 
current vogue for red, but a softer and more 
subtle complement to Spring costume colors 
than the bright flag reds and the flaming fire 
and orange reds. Nearer in cast to the Jack 
Rose reds, new versions of the cyclamen, 
shocking pink shades. Berry . . . created by 
Ohio Leather Co., as the first of the new 
Spring wines . . . with a blue undertone which 
makes it a perfect accent to a wide range of 
Spring ready-to-wear colors. What’s more, a 
color that can be used equally well in casual, 
tailored and dressy shoes to accent costumes 
in all three types. 


Created in quality merchandise . . . costume 
jewelry, handkerchiefs, blouses and veils as 
well as in shoes, bags and belts . . . this new 


wine color offers the retailer a prestige pro- 
motion theme which he can use throughout 
his store. Important for Spring, Berry is a 
color which can be carried right through the 
Summer months to wear in dramatic contrast 
to white. 

Ohio Leather Co. originated this color in 
their Washette Calf, practical and beautiful 
leather for colors because it is guaranteed 
washable and colorfast. The bag and shoes in 
matching Berry color Washette Calf are from 
I. Miller. Heart Beet is their name for it. 





GOLDEN BLONDE . 


New Honey Beige 
for Spring 


Promotion 


ty 


« 
gtk 


BEIGE ... popular color in many lines a year 
ago. A dark horse for Spring, 1940. Since then 
gradually pushing its way to the fore. Patio 
Beige . . . good medium tone with coconut cast 
. . . officially sponsored for Spring, 1941. This 
sponsorship seconded by a variety of beige tones 
from individual tanners. These versions includ- 
ing pale clear beiges, coconut beiges and golden 
beiges. 

We show here three shoes made up in Golden 
Blonde, successful promotion beige from Allied 
Kid Co. It is styled to wear with red and navy 
costumes. And it is effective with contrasting 


Re Sh has és oe 
Acre} ae 
°3 3. 


trimming in red, dark brown or airway blue. 
Equally attractive in crushed and sueded sur- 
faces, it has been successfully used in casual, 
tailored and dressy types. 

Reading left to right: Casual shoe in Golden 
Blonde with red trim from Johansen. Bag in 
Golden Blonde from Bienen-Davis. A Styl-Eez 
Swaggers from the new Selby casual line in 
Golden Blonde with dark brown trim. These 
three items in Golden Blonde Maracain kid from 
the New Castle Division of Allied Kid Co. Dressy 
sandal from Red Cross in Golden Blonde suede 
from Allied’s Standard Division. 


PLAY-TAN ... 
New Glowing Color 
for 


1941 


TAN .. . no Spring season is complete without 
one good tan. Two years ago a too rosy tan gave 
all tans a temporary black eye. When Spring 
came round again tan was back again in a better 
version, better blended to go with more costume 
colors. Two tans . . . Toffee and Turftan .. . 
carried over for Spring on the official Spring, 
1941, color card, are the staple tans. Other tans, 


new versions from individual tanners, offer good 
promotion themes. With the beige-tan-brown 
color family quoted for 15 per cent of the total 
pairage selling up to Easter, tan is in a strong 
position this Spring. (Tans in this group, by the 

bye, include antiqued tan.) 
Play-tan, which John R. Evans & Company 
[TURN TO PAGE 43, PLEASE] 
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OUTLOOM 


New Importance of “OWNER-OPERATED” Store 


THERE may come a time, in the tightening up of 
business under our defense program when the entire 
shoe industry will have a need for the friendships of 
the “little man who is always there”—the man in the 
OWNER-OPERATED shoe store who knows his Con- 
gressman and Senator by their first names; who is 
an influence in his town because he is a merchant who 
does more than just pay the bills. He takes a keen 
interest in the growth and development of the schools 
and the civic center and the way of living in cities, 
towns and communities, built around the merchant and 
his store. 

The day may come when the very freedom of retail- 
ing will be put into straitjackets. It has happened all 
over Europe. There are no more bargain sales in 
Switzerland. There are regulations as to manufacture 
ahd sale of civilian goods in England and the entire 
continent—be they bound or belligerent. 

The world is tightening up and in the squeeze let’s 
guard well the futures of retailing because I have a 
feeling that they are of as much importance as free- 
dom of the individual—because most of our lives are 
made up of wants satisfied out of little stores. 

Let us explain why the seed planted, of a new term 
—OWNER-OPERATED—may have vast significances 
in time to come. 

Once in every long, long while a phrase clicks. It 
is repeated and repeated and finally becomes a com- 
mon definition. We think that is what's going to 
happen to the words OWNER-OPERATED as applied 
to shoe stores the length and breadth of the United 
States. The reason for our deepening conviction that 
this is true is the reception given to a few remarks 
made by us at the meeting of retail shoe merchants in 
St. Louis. Several hundred men, owners in their own 
right, of businesses in towns—large and small—were 
receptive to the idea that the word “independent”— 
sweet as it is—isn’t as effective in today’s new retail- 
ing as the words OWNER-OPERATED. 

Now let’s go one step further. If that merchant will 
put under his sign (bearing whatsoever name) that 
dominates his front, this little phrase: OWNER-OPER- 
ATED, he will be doing something to make the public 
in his community feel that there is a local responsibil- 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


ity on the part of that store and a twice-important impli- 
cation that its success depends upon a man whose local 
verdicts are final. The public is beginning to like 
trading with men who own their own businesses and 
who are alert to their own responsibilities. But you 
can’t get to be that sort of a store—iving, vital, flexible 
and free-spirited—if you just sit and sit and assume 
the great American storekeeper attitude—“sitzanwaits.” 
Early American storekeeping is out. Modern Amer- 
ican showmanship is in and every product has to 
be made inviting. You must capture the interest of 
the public in your store and your merchandise. 


It raust be obvious in this day and age that a trade 
name that has back of it the integrity of the maker 
and the acceptance of other merchants (and through 
them the public) has a place in this scheme of things. 
So if the name over the door is dominantly that of 
the trade name, it is because of the affiliation of an 
owner who operates the store with a line that is known 
and respected. 

Now, if he will just get this feeling—that he has 
friends on both sides—the manufacturer and the pub- 
lic, with himself in between, then he would begin to 
realize that the friendships on the manufacturing side 
can be made strong and lasting, helpful and friendly 
and that a continuous flow of letters as well as orders 
cements this friendship into a bond of service that 
is true and constant and available instantly. He can 
depend upon that friend, and both have reached the 
stage of interdependence. 

At this point he looks to his public—the third corner 
of the great triangle. That customer at the fitting stool 
is very important in this little house of trade. So much 
so that the merchant extends every possible courtesy 
and service. Never forget: “No line of shoes is any 
better than the man at the fitting stool.” There’s a 
great phrase for you—tuck it into your mind for it 
indicates, more than anything else, that nothing can 
take the place of the right man and the right shoes 
at the fitting stool. 
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MOST SENSATIONAL DEVELOPMENT IN 
FOOT RELIEF IN OVER 25 YEARS! 


Dr Scholls 
LUPAD 


An Amazingly Effective, Dainty, Feather-Weight 
Elastic Metatarsal Cushion For Relief And Support 


WHERE 7 OUT OF EVERY 10 NEED IT— 


AT THE BALL 
OF THE FOOT! 


HE moment you see, feel, and try Dr. Scholl’s LuPAD, 

you won’t wonder that this revolutionary new, silky-soft 
elastic foot cushion is proving to be one of the biggest- 
selling foot reliefs in the trade. 


You will marvel at its COMFORT-GIVING SUPPORT 
(like ae on air) and its AMAZING LIGHTNESS (a 
ood weighs but a fraction of an ounce) .. . and its newness, 

intiness, and feminine appeal. 


Anyone who suffers from pains, cramps, callouses, burn- 
ing or numbing sensations at the ball of the foot—and 7 in 
10 persons do—will find in Dr. Scholl’s LuPAD most 
grateful relief and walking ease. 


This elastic foot cushionis fitted with 
a supporting pad of soft latex foam 
that snuggles up under the Metatarsal 
Arch. It cushions this part of the foot 
against shock and pressure and helps 
put grace and pep in every step. 


Dr. Scholl's LaPAD retains the Metatarsal 
pad or cushion exactly where it is needed to 
give the wearer utmost relief. In addition to 
holding the pad in place, it gives gentle sup- 
port at the fore part of the foot; prevents foot 
from spreading; massages foot at every step. 


Dr. Scholl’s LuaPAD is ADJUSTABLE to 
give the right elevation needed for the arch. 
Can be worn with ease and great comfort in 
the smartest high heel shoes; takes up practi- 
cally no room in shoe. Washable. Flesh color. 


Dr. Scholl’s LuPAD is made in sizes: Wom- 
en's 3, 4, 5, 6, 7, 8, 9, 10; Men’s 7, 8, 9, 10, 11, 
12, 13. Rights and Lefts. Sold in pairs only. 
Retails at $1.00 pair. Wholesale, $8.00 dozen 
pairs. Packed in attractive display container. 
Take advantage of our liberal Introductory 
Offer before it is withdrawn. Order at once. 

use coupon. 


SPECIAL INTRODUCTORY OFFER 


The Scholl Mfg. Co., Inc. 

213 W. Schiller St., Chicago, Dl. 

62 W. 14th St., New York, N. Y. 

Please send me your special 1 dozen assortment at $8.00 
including 1 EXTRA PAIR FREE; 1 Plaster Cast Foot 
Model FREE; 1 Display Container FREE; 1 Set of Display 
Cards FREE. 





Name 


Address Beautifully finished foot, 
actual pad mounted on 
foot, solid wood base. 





STOCK SHOW 


How Max Lackner, of the 
May Company, Denver, 
Neatly Tied Pabiicity and 
Window Display Featuring 
Westerner Shoes in with 
The National Live Stock 
Exhibition. 


Left—The Westerner window fea- 
tured recently at The May Com- 
pany, Denver. Note how the props 
contribute to the general cowboy 
atmosphere. 


GIVES CUE FOR MENS SHOE PROMOTION 


AN interesting example of how a live retail shoe man 
can cash in on the publicity that attends an event of 


national or regional importance held in the community 
is exemplified in a most unusual and effective men’s 
shoe promotion which Max Lackner, buyer of men’s 
shoes for the May Company, Denver, Colo., staged dur- 
ing the week of Jan. 12 to tie in with the National 
Stock Show. 


This promotion was built around the Westerner shoe, 


Right — Display in 
the shoe depart- 
Company pe 
‘om uring 
the Westerner pro- 
egy 2 — 
wore bandannas 
hats and 


puty stars. 


featured in Mr. Lackner’s department, and with the aid 
of an unusually effective window and interior display 
designed by Display Manager McCray, it aroused a 

great deal of interest during the week of the show. 
The elevator operators, the men in the clothing de- 
partment, men’s furnishings, hats and women’s shoe 
departments, all wore badges reading “See the Westerner 
in the Men’s Shoe Department.” All the clerks in the 
[TURN TO PAGE 26, PLEASE] 


















BOOT ano SHOE RECORDER. February 1, 1941 







... a new line of 
profit-making “casuals” for girls 


“Just what we need for extra business’’—“What a shoe for 
the money” were a few of the comments heard from retailers 
when they saw our new line of Frolics at the Chicago Shoe Fair. 


L1000—Harness Tan. Made with a flexible lockstitch construction, these girls’ 
Dossy Last. AA 5-9, play-type shoes are so soft and supple they bend double easily 


L.1001—Same in —yet they're sturdy—real shoemen’s shoes. And they're built 
Brows Kip. with all the smart new style points young girls will be looking 
for this spring. Notice in particular Styles L1003 and L1010 in 
saddle leather with the new Western influence and think what 
they can do to increase traffic and volume in your store. 





Out where they can be seen, Frolics have the style and the 
price appeal to sell themselves—and with a neat profit to you 





L1011— White Elk, 
Tan Kip Trim. 





—over a dollar on every pair. 







id Doggy Last. AA 5-9, : : ; : 
- B 3-9. Frolics are carried in stock, Delivery in time for Spring 
i Selling. Write now for further details on this new profit-mak- 






ing line. 











590 4 
across the board 


a» $9 alee 
012—Saddle Tan. ee retail 
Last. C 3-9, i 







L1013— White Elk, 
Merry Last. C 3-9, 













L1003— Harness Tan, 
Embossed Plug. Red 
cork rubber sole. 
Doggy Last. AA 5-9, 
B 3-9. 


i 


an oe 










L1010—Saddle Tan, 
Tan Kip Trim. 
Doggy . 
AA 5-9, B 3-9. 


Sscoun. Shoe Gompany 


MANUFACTURERS... St. Louis 









SPRING 


Eye-catching Bunny and Egg 
design in fuchsia and yellow on 
a white background. Ticket in 
harmonizing colors. 

















CARD HOLDERS 


Two styles available: Natural 
wood finish as illustrated 
above; or-oval base-burnished 
gold—three color trim. These 
modernistic holdergatake any 
size card, and harmonize with 
the finest window display fix- 
fures. 


Supplied with annual services. 
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Everyone Passing 
is a Possible Prospect 
SELL THEM 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery, store service, fitting, quality, styles. 


Single cards, 60c each—without text, 35¢ each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blonk. Samples of in-stock 
tickets available. 


WITHOUT STORE NAME: 6 dozen, $!1.10—i2 dozen, $2.00 
WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 





Pouy Cup Polly Clips 
for Price Tickets For Price Tickets — Adiustable 
—Tilt at any angle. 


Recorder Stock Record 
Tickets 


Natural View for shoe cartons. Cyclone clips 
SHOE HOLDER included. 





Polly Shoe Holder 


to display arch, branded, and 
fibre-sole shoes. Always re- 
mains in upright position. 




















| dozen 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combino- 
tions: corn with green border, or buff with 
green border. Choice of forty selling 
phrases, or blanks. 


12 dozen rte or blank) .... $2.00 














(Cross out 
in following 


6 dozen (printed or blank) .. 1.10 
| dozen (printed or blank) .... 0.25 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 
5.00. 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


Children’s Shoes and Women’s Hosiery. 


Women’s, 
not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


SHOW CARD 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 


STORE NAM © SS 


quantities and denominations: 


o 
c 
© 
= 
7 
o 
© 
> 


lines 
STREET 


Ss. 


or include exchange. 
for 


For 
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SERVICE MONTHLY HOLDERS Téeers 


Checks 


payable 
from foreign subscribers 





on U. 


Ne. 1 $5.00 6 100 


- 
« 
> 
z 
z 
= 





additional 


each month's service deliv- 


4.00 4 100 


per month. 





- per year, 


$ 
card holders. 


50 


we agree to pay $1.00 


month 


























For this service we will pay 
cash in advance, full year's 
service, 5% discounts. 

must be drawn 

banks, 

if for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
ered, and agree to return the 


der, 
per 





FOR ITSELF «- IN 


? WANTS: SERVICE DEPARTAN 
Pi. 4 
fie INCREASED BUSINESS ee a eee 
/Mia uf (oupor Now! 209 § nine > 


CHICAGO:ILI 
Check, with erder, please, unless C.0.D. oreferres 























No. 
. IM- 


. ecard hold- 
PRINTED TICKETS, at 35¢ per 


(with the first month's 


service), 


«+ Consisting 





Selling Messages,” 
blank tickets each 


beginning with January 





A AAASSSS — 


Da 


“B" — Deep Lavender & “D” Rose, blue “O” Salmon, blue “P" Blue & yel- 
green design—pink back. & yellow on white & black on white low on white 
ground. 








for Card Service 
fifty, additional. 


background. background. background. 


Please enter our order for the 


continuing monthly for 


Recorder 


year, 
ers 





SIZE: 1'/2" x234"—Prices on opposite page. 
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Clive Hall, left, and his 
son, Myron, both of the 
G. M. McKelvey Com- 
pany, take time out from 
their shoe duties to dis- 
cuss the latest issue of 
BOOT AND SHOE RE- 
CORDER. 


Q@NE of the prominent families in the retail shoe busi- 
ness in Ohio is that of the Halls of Youngstown. In 1907 
Clive Hall started in the shoe industry when he joined 
the Proctor-Klugensmith Company. Some time later he 
became a partner in the Proctor-Hall Company. 

His son, Myron, joined him in Proctor-Hall Company 
in 1930. In 1933 Clive Hall joined G. M. McKelvey 
Company, Youngstown, Ohio, as buyer of men’s, 
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women’s and children’s better shoes. Myron joined him 
there, and became assistant shoe buyer. In 1937 Myron 
was made buyer of the basement store shoes for this 
company. 


BB OTH of the Halls have been faithful readers of Boot 
AND SHOE Recorper, for the length of time they have 
been connected with the shoe business. 
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The rubber footwear industry has en- 
listed in the National Defense Pro- 
gram. Defense rubber needs require 
early order placements and planned 
production if both consumer and 
defense requirements are to be met. 
Help by placing your orders for staple 
rubber footwear early. 


HOOD RUBBER COMPANY, INC. 
WATERTOWN, BASS. 
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[32] 
December, 1940 
Numbder——____—__—_ Dollar Sales =~ 
of -Per Cent Change— —Cumulative Sales— —~— 
Firms Dec.,’40 Dec.,’40 Per F 
Report- vs. ve. December, December, November, Cent 12 Months, 12 Months, 
States by Regions ing Dec.,"39 Nov.,’40 1940 1939 1940 Change 1940 1939 
Wn ehecodanes bocess dvan i 481 1 +24 $2,803,175 $2,827,170 $2,254,068 +2 $33,536,258 $32,752,600 
BN I mn vaccbcetodosicecan 46 + 1 +24 250,359 248,635 201,187 +3 3,279,526 3,199,394 
GED LS tn Saides 0c bavee we ° aie dhee co + Sie wee ag EES, Ba SN sb atone @ Seeeagete' "" wecee 
New Hampshire ............... Sg, A A ge ho ee ee ee ee 
Vermont & N. H. ........... aes wie Be Se eee eee “Si ee eee wa ees 
Massachusetts ................. 23 + * +29 143,500 143,075 111,504 +2 1,402,851 1,378,429 
Og SO” errr eee * As ie oO 4 eee on tases 3S) te eres : peicaSn bases 
EE. ‘vad or's own neeh bea a. ty ae Oe ee oe ee Re aS ty 2 oe 
Middle Atlantic ................. 51 1 +33 461,744 466,633 346,957 +3 5,517,699 5,356,736 
New York ...... Sabtdanehvan sa eee reek vee, on cueene wa >t Sy exenew >” O Restos eae nears 
EY Cte eee Me alee as Pe kek, nt e -eetas. - « 4éenne-.  -' eepece > nee ess | see ees 
ITS SF a 461,744 466,633 346,957 +3 5,517,699 5,356,736 
East North Central ............. 4 590,657 614,526 525,818 3 9,803,337 9.540.589 
tah as oude ben eetiry d bonléns 30 6 +10 236,579 250,643 214,782 +4 4,564,545 4,393,273 
Indiana . 11 3 +22 47,314 48,550 38,701 +3 1,041,733 1,014.3 11 
it 5. tas6es eet cé.cepaetac 34 4 +11 130,237 136,322 116,952 +t 1,675,868 1,67 3,31 1 
eee ste ewe tle 3 +12 106,914 110,043 95,620 +3 1,372,904 1,337,140 
juedth adele eheedecdées 1 69,613 68,968 59,763 1,148,287 1,122,024 
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Introduce Wage-Hour Measure 


INDIANAPOLIS, IND.—Members of the 
Indiana house of representatives began 
an effort to fulfill platform pledges by 
introducing several bills which include 
a state wage-hour measure. 

The “little Wagner act,” which would 
create state regulations conforming 
with federal wage-hour laws, is worked 
out on a seven-year schedule. Intro- 
duced by Winfield K. Denton, Evans- 
ville, Democratic floor leader, the bill 
would go into effect 120 days after re- 
ceiving the Governor’s signature. 

It provides the following scales: For 








+ Less than 0.5 per cent. 


wages, a minimum of 25 cents an hour 
during the first year; 30 cents an hour 
during the next six years, and 40 cents 
an hour after seven years; for hours, 
a forty-hour week during the first year, 
a forty-two hour week the second year 
and forty-hour week after the second 
year. After the second year, time and 
one-half pay would be required for 
overtime. 

The wage-hour bill provides super- 
vision by a commissioner of labor who 
would appoint a board to consider cases 
of alleged violation. This board would 
include two members representing the 
employer, two representing the em- 








ployee and two representing the public. 







Eaton’s Shoe Market Opens 


KALAMAZOO, MIcH.—Irving and Joe 
Wepman of Grand Rapids have opened 
a shoe store at 122 E. Water St.. It is 
to be known as Eaton’s Shoe Market. 


Change of Managers 

BROOKLYN, N. Y.—Wear Best Foot- 
wear Co., Inc., announces that Marcus 
Cook is no longer with their organiza- 
tion. His position of office manager 
and purchasing agent is being filled 
by Alfred Levy. 
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Resort Styles Set the Summer Trend 


[CONTINUED FROM PAGE 15] 


shorts and slacks were worn scarlet or 
blue nautical brass-buttoned jackets. 

Swim suits were smooth fitting; vel- 
vet lastex was an important fabric. 
Suits were mostly in plain colors, one- 
piece models, except the cotton or jersey 
dressmaker types. Here there was much 
color in prints. Important to note is the 
quantity of jewelry worn with swim 
and play clothes; great massive brace- 
lets with maiching hair ornament were 
shown over and over again. Bags and 
shoes must match this season if milady 
is going to make a smart appearance 
on the beach, and above all she must 
have the proper beach towel—one that 
matches or contrasis. 

Shoes by a single leading style creator 
were worn throughout the entire show, 
and these for the most part were Bur- 
dine’s special creations, made to com- 
plement perfecily their Sunshine Fash- 
ions. Heels were high for afternoon 
and evening; much color was employed 
throughout and matching bags were 
frequently seen. 

Several important color forecasts ap- 
peared. Black looks as though it will 
assume a new importance in beach and 
sports wear; a black pajama was 
topped by gorgeous yellow blouse and 
looked stunning. The theme of the 
Orange Bowl Festival was the Sun Girl, 
and a golden sun yellow was worn by 
her—the Sun Girl—in every group of 
fashions. Yellow is bound to be of 
great importance this year, so say not 
only the originators of this particular 
show but merchants and local fashion 
experts who are banking heavily on it 
to be a leader. Among other new shades 
Burdine’s introduced RENDEZVOUS, a 
rosy flame shade of orange, and one 
from which they are predicting big re- 
turns. It complements yellow beauti- 
fully, and will be worn with it. A yellow 
costume will take rendezvous acces- 
sories, or vice versa. Back talk blue is 
another new shade, a light tone with 
glowing depth. American beauty is the 
name given to the pink on their color 
card. 

Mention must be made of the Ameri- 
tana fashions. From hats to shoes, the 
ted, white and blue is used in clever 
combinations. Americana is particular- 
ly good for sports and street clothes. 

Seminola prints are something new 
and original with Burdine’s. Their 
fashion expert went deep into the Ever- 
glades and borrowed the gay stripes of 
the native Seminole Indians. There is 
a semi-barbaric effect in these magnifi- 
cent designs and colors, which are being 
offered in dresses, pajamas, blouses, 
hats, bags and other accessories. Bur- 
dine’s has two other new and original 
Prints for the season. One is called 
“Garden of Eden,” a print which typi- 
fies the rich color and shapes of Flor- 
ida’s citrus fruits. The other is “Sand 
in Your Shoes,” a new version of this 


special Burdine print which changes its 
form each season. 

Men were not forgotten in this show- 
ing; gaily colored shirts; yellow, rust, 
green and blue slack suits; terry jack- 
ets; jackets of sumatra cotton print, of 


swim trunks which must be matched to 
an ankle-length robe; ultra smart ca- 
bafia coats; écru dinner jackets to be 
worn with navy trousers, and plenty of 
other new ideas. 

All in all this show was tremendously 
colorful yet practical to an extent not 
seen in similar showings of other sea- 
sons. You'll hear from these fashions 
as the season advances for what is best 
liked down here in January is slated to 
become the popular choice next Sum- 
mer in the north. 


Stock Show Gives Cue 
For Men’s Promotion 
[CONTINUED FROM PAGE 26] 


shoe department wore bandanna hand- 
kerchiefs, Stetson hats and deputy 
stars, in keeping with the Westerner 
theme. 

The window display featured an ex- 
pensive tooled saddle in the enlarged 
spur at the extreme right of the win- 
dow. According to Mr. Lackner, this 
saddle was “an extremely showy thing.” 
The man, dressed in typical Western 
attire, had a colorful shirt, blue jeans 
and Western boots. The animated fig- 
ure at the back in the corral, when 
working, gave the impression of a cow- 
puncher on a horse. The second ani- 
mated figure was also moving and he 
twirled a lasso rope over his head con- 
tinuously. Other cowboy accessories 
were distributed through the window as 
the picture shows. 

“This window was very timely,” said 
Mr. Lackner, “as this week starting 
Jan. 12,-is the National Stock Show 
week here in Denver and the display has 
caused a great deal of interest among 
the local people as well as the visitors 
from around the surrounding territory 
attending the stock show.” 

Which all goes to show that, although 
there’s nothing new under the sun, a 
new twist to a well-known theme can 
become a profitable undertaking—espe- 
cially when used in connection with a 
retail promotion. For it’s the novelty of 
familiar things in unusual settings that 
makes for interest—and interest makes 
for sales. 


Shoe Man Director of Trust Co. 


York, Pa.—Edward N. Reineberg of 
the firm of Edward Reineberg and Com- 
pany, shoe merchants, has been elected 
a director of the Guardian Trust Com- 
pany, here, at the annual meeting of 
stockholders. 











The introduction of a full line 
of HEALTH SPOT SERVICE 
SHOES for men and women 
opens a new opportunity for the 
thousands of dealers who have 
been wanting to take on the 
Health Spot line. 


These new Service Shoes are 
made with our regular Health 
Spot construction, using plump 
weight uppers and _ stitched 
aloft bottoms, making it possi- 
ble to retail them at $8.50. 


The addition of this SERVICE 
grade to the Health Spot line, 
answers a long-felt need for a 
sturdy shoe that will be com- 
fortable for work and general 
wear. 


The addition of the HEALTH 
SPOT SERVICE line to your 
stock will make it possible for 
you to reach the great army of 
men and’ women who want 
_—— Spot support and com- 
ort. ‘ 


— 


Illustrated is Stock No. 8092, 
White Kid 6-eyelet tie on our 
women’s No. 2 12/8 heel last, 
with Du Flex nap sole, repre- 
senting what we believe to be 
the finest nurse shoe on the 
market. 


These $8.50 retailers are going 
to be responsible for bringing 
MORE BUSINESS into your 
store. 

Write today for catalog and de- 
tails. YOUR TOWN may be 
open for a franchise on this 
profit-making line. 


MUSEBECK SHOE COMPANY 
DANVILLE ILLINOIS 
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Every store window and store interior needs the 
cool, brilliant, non-glaring, shadowless illumination 
provided by the amazing new Fluorescent Light- 
ing. It’s the modern method for lighting your way 
to increased sales and greater profits! 


To get Fluorescent Lighting at its best, you need 
the plus values found only in GUTH Fixtures with 
their Diffuse ALZAK Aluminum Reflectors of 
engineered design. 
You get true see- 
ing comfort with 
less eyestrain— 
more illumination 
for less money— 
all in a 75% cooler 
light with true 
daylight color quality! This “Bonus-Lighting” is 
virtually permanent, too, because GUTH Diffuse 
ALZAK Aluminum Reflectors are super-durable! 


GUTH P-F-C 
Plastic Diffusers 
snap on and off any 
make of Fluores- 
cent Lamps—re- 
duce the surface- ; 
brightness of the bare lamp—give a soft, pleasing 
illumination that’s extra-easy on the eyes. Avail- 
able in 5 colors, P-F-C’s are decorative as well as 


scientifically practical. 


ALZAK gives "Punch" to 
REFLECTORS Fluorescent Light! 

Any Lighting Equipment is only as good as its 
Reflecting Surface. GUTH Luminaries have 
Diffuse ALZAK Aluminum Reflectors designed to 
deliver up to 25% more light and insure life-time 
permanence. GUTH ALZAK Aluminum Reflec- 
tors provide a more stimulating atmosphere. 

















TRU-CO-LITE, one of the many 
types of Guth Fixtures 



















ALZAK 















THE EDWIN F. 
GUTH COMPANY 
2615 Washington Blvd 

St. Louis, M 











Detailed Light Pian 
will be prepared 
for you without ob- 
ligation. Write for 
this today, also .or name of | 
Distributor in your city who 
will demonstrate the various 
types of Guth Fixtures. 
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Texas Convention Hailed 
As Best Ever 


Datias, Texas—Visiting shoe men were lavish in 
their praise of the information and entertainment 
offered at the recent joint convention of the Texas- 
Oklahoma Shoe Retailers and the Southwestern Shoe 
Travelers Association. Many voiced the opinion that 
it was the best ever held in the Southwest. Lee 
Langston, executive vice-president of the National Shoe 
Retailers Association, said the program, the entertain- 
ment and the lines displayed were in keeping with a 
national convention. “National defense spending has 
laid on the retailer the duty of supplying adequately 
the American consumer in the face of possible short- 
ages and priorities control,” said Mr. Langston. 

“I do not think that many business men realize 
how great a responsibility that is. The shoe retailer 
must get a long range view of his needs. He must be 
able to give his customers what they want, when they 
want it, at a reasonable price, without overstocking. 
He must do this even though we shall be affected by 
priorities to some extent. 

“Such a policy, by evenly distributing the demands 
upon manufacturers, can be an effective barrier against 
any threat of inflation.” 

Arthur L. Kramer of Dallas, who heads a depart- 
ment store that has made outstanding records for turn- 
over and profits, electrified the crowd with his projec. 
tion of business conditions for the next few years. 

Miss Esther Lyman, merchandise editor of Harper’s 
Bazaar, said in her address: 

“My chief subject is Spring colors because I believe 
color offers many complications and hazards for store 
buyers as well as customers. But before I get down 
to these, I want to say that we realize that it is much 
more difficult for a small store shoe buyer with a 
relatively small buying appropriation to merchandise 
new fashions and individual colors than for the big 
store with a large appropriation and turnover. If the 
small store overbuys on so-called fashion merchandise, 
it is apt to do so at the sacrifice of its more staple 
and absolutely necessary stock and hence loses sales 
because of lack of sizes. As you probably know, Jane 
Engel’s successful story of selling dresses is based on 
research which proved emphatically that about 75 per 
cent of the dress sales lost by retail stores are due to 
lack of sizes. Therefore, she replaces sizes every day 
in every one of her many comparatively small stores. 

“But to get back to the smaller shoe store. I have 
wondered why shoe manufacturers with their research 
departments and access to illuminating sales figures. 
have not worked out suggested ideal stocks for smal! 
purchasing budgets which could be used as a guide to 
help buyers apportion their money when in the market. 
Such a plan would show the relative amount whic! 
various small appropriations can allot to purchases o! 
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fashion merchandise and still not sacrifice that impor- 
tant bread and butter business. 


“By this time of the year there has been sufficient | 
buying of fabrics and enough openings to get a very | 


good idea of what to expect for Spring and so I have 
assembled a group of best selling color and fabric 


types from the famous Julius Forstmann woolens to 


give you a little picture of Spring costumes. 
“It seems to me that there are two important ques- 


tions to answer in selling shoes to women customers | 
this coming season. The first is—‘Is the costume a 


casual one?’ The second, ‘What is its color?’ 


“The casual materials have been growing stronger | 
and stronger each season for several years. They seem | 
to be almost eclipsing the more formal types. Probably | 
this is one reason why you are selling more casual shoes | 
and lower heels. Now for colors in clothes. We believe | 


that black with white is newer and a little more high 


style than navy with white for Spring. The Forstmann | 


Company, which sells a great deal of fine shoe gabar- 
dine, bears this out in telling me that they sold_ rela- 


tively less navy and more black gabardine last year than | 
in 1939 and the proportion of black to navy is increas- | 
ing for 1941 over 1940. This doesn’t mean there won’t | 
be lots of navy because there will, but black will be | 
more in the limelight for spring than it has been in | 


several previous seasons. 
There is ever so much beige in clothes—beige and 
white, beige with black, and beige with color. Black, 


navy and brown shoes may be worn with beige, but | 
| 


brown is the most logical so we feel that this should 
be a good season for brown shoes. You will see many 


store promotions of brown shoes and accessories in | 
various types of saddle leather colors, deep reddish | 


brown, and good neutral brown. Except for promo- 
tional purposes, a good, neutral brown in shoes will 


meet the fashion needs adequately. Black or navy blue 


and grey costumes will also be worn with brown acces- 


sories. These are awfully smart, but perhaps higher | 
fashion and more individual. You see how right they | 


look together. 


“For novelty colors bright red is again a leader and | 
I was interested to note at the big Fashion Futures | 


fashion show given by The Fashion Group in New 


York that there was an entire scene where bright red | 
kid shoes were shown with all types of costumes—day- | 


time clothes, sportswear, and evening dresses. I under- 


stand that a number of stores are banking on bright | 


red shoes as a Spring novelty. The shoes shown 


Wednesday were pumps or sandal strapped types so | 


as not to have too great an expanse of flaming red on 


our big American feet.” Miss Lyman discussed the 


Spring prospects of purple, blue and green, which | 


she called the dark horse. 
“I beg you to be very sensible about fashion,” she 


said in conclusion, “and to realize that the sensible | 


merchandising and dramatizing of good fashions have 


brought many a store out of the red into the black.” | 
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MILWAUKEE 


“IMPROVED SERVICE 


TO THE CUSTOMER!” 


Yes, that's the first objective 
of every retail merchandis- 
ing program this year. It 
is reflected in widespread 
activity in store moderniza- 
tion for customer-comfort, in 
more complete inventories, 
improved sales- training, 


better styling, better values! 


As a shoe merchant, you can make 
no finer contribution to your cus- 
tomers’ satisfaction than, improved, 
scientific fitting service that insures 
greatér foot health and comfort for 
a well as children. Ask us 
how You can make X-Ray Shoe 
Fitting r No. 1 service improve- 
ment ‘for “41. Sincerely applied 
and consistently promoted, it can 
be your No. 1 profit builder, too. 


NO INCREASED 
INVESTMENT! 


@ Find out how you can 
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Play Shoes for Country 


[CONTINUED FROM PAGE 17] 


make the ideal informal Summer shoe. 
They are simple in silhouette and treat- 
ment and skillful in the use of color. 
They are the result of years of experi- 
ment. They have a very definite place 


in our modern life. 


The Handcraft Look 

Current style trends in costumes and 
other types of shoes fit well into the 
play shoe picture. 1. The Handcraft 
Look is a natural for these shoes. We 
illustrate that trend in several models. 
The espadrillé type with hemp sole is 
one. Rope-soléd shoes . . . modeled on 
the French and Spanish espadrilles .. . 
are now made by several American 
manufacturers. The hemp sole is a 
brand new idea. It is even more springy 
and non-skid than the wound rope sole 
and much less complicated to make. 
Weaves with a homespun look like the 
linen, hopsacking and shantung weaves 
are popular ways of carrying out the 
handcraft trend. 2. The Native Ameri- 
can idea combines a patriotic theme 


with the handcraft look. Cowboy and 
Indian influences appear in fringe and 
brass studding. We show both here. 
The moccasin shoe is a close copy of 
a genuine Indian moccasin. The sole is 
the only departure from tradition. It is 
made as a separate piece of construc- 
tion and is a good, firm walking sole. 
The layers of cork make it both thicker 
and lighter in weight than an all-leather 
thick walking shoe sole could be. The 
upper is as soft and sturdy as a genuine 
moccasin. Another example of a cur- 
rent style trend developed in a very 
practical shoe. 
Sandals from the Greek 

Newest of style influences is the 
Greek and Balkan. Low-heeled sandals 
. . . first noted in the November open- 
ings . .. had gained considerable im- 
petus by the January showings of sec- 
ond lines. We have included it in our 
important new bases for Summer. The 
model shown here combines the “native’’ 
look with this new Greek influence. 





British Tanners Step 
Up Production 


MONTREAL, CAN.—British tanners of 
sole leather have achieved one of the 
country’s finest industrial records for 
1940, according to reports here. They 
have successfully carried through a 
colossal expansion of output in order 
to supply the services with 20,000,000 
pairs of boots during the year and in 
addition they have amply met the de- 
mand from civilians at home and over- 
seas. 

The increase in output is estimated 
at 50 per cent. Hides have been shipped 
to Britain from 60 overseas ports to 
meet it, a big proportion of them from 
the enormous cattle resources of the 
Empire, put at 40 per cent of the 
world’s total livestock. 

South America has provided another 
vast wartime reservoir. Argentina, 
with its 60,000,000 cattle on the hoof, 
has sent consignment after consign- 
ment of hides of high quality, thanks 
to the increasing care of Argentine 
cattle and_to the scientific methods 
which have’been introduced into flaying 
processes» Uruguay, Colombia and 
Brazil have all of them sent welcome 
cargoes across the Atlantic too. 

Working tanners have speeded up 
production by intensifying their me- 
chanical and scientific methods and the 
British Sole Leather Tanners’ Associa- 
tion has planned production in a prac- 
tical way to prevent violent price 
fluctuations. The resulting output has 
not only allowed Britain to have 400,- 
000 pairs of service boots a week, but 
in the midst of the war the British tan- 
ners are now exporting sole leather 
made to suit the climates of many mar- 
kets overseas. 


The Great International 
Shoe Weekly 


ROCHESTER, N. Y.—That repercus- 
sions from items in the BooT AND SHOE 
RECORDER may come from a great dis- 
tance was demonstrated this week to 
William Pidgeon, well-known shoe re- 
tailer, in a missive from Australia. 

Some time ago Mr. Pidgeon spoke on 
“Dogs and Clogs” before the Rochester 
Rotary Club, and that fact was re- 
ported briefly here. 

After its appearance, D. C. (Clarry) 
Lawson, secretary of the Rotary Club 
of Maitland, New South Wales, Aus- 
tralia, wrote to the central office of 
Rotary International at Chicago, ask- 
ing if it would aid in getting the manv- 
script of his talk on shoes. He told 
where he saw the item. 

The request was forwarded to Mr. 
Pidgeon, who will write out the full 
talk and send it on. 


Retail Trade Shows Gains 


INDIANAPOLIS, IND.—Retail trade con- 
tinues to show substantial gains in vol- 
ume over the same period a year ago. 
Most shoe stores and departments con- 
tinued with their January clearance 
sales in preparation for their new 
Spring showings of footwear. Suedes 
and kid leathers, mostly in black, are 
favored by women and misses with a 
small percentage of browns and some 
colors, with moderate heels. Men’s foot- 
wear sales consist of browns in bro- 
guish types, since the inclement weather 
has set in, and there is a noticeable 
preference for rubber heels. Merchants 
as a whole report business satisfactory 
and anticipate better business as the 
season heads towards Spring. 
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THIS WEEK IN THE 


Saturday, February 1, 


SHOE TRADE 


1941 


National News 





Buying Steady at Northwestern Showing 





Business Volume Holds Up Close to Last Year’s Show Despite 
Earlier Commitments—J. B. Haraldson 
Named Retailers’ Head 


MINNEAPOLIS, MINN.—J. B. Harald- 
son, for 28 years proprietor of Harald- 
son’s Shoe Shop, LaCrosse, Wis., was 
elected president of the Northwestern 
Shoe Retailers’ Association January 28, 
the closing day of its 26th annual con- 
vention here at the Hotel Radisson. Mr. 
Haraldson, who learned the shoe busi- 
ness as a cobbler in Norway, is one of 
the most successful shoe merchants in 
South Wisconsin. H. S. McIntyre was 
re-elected secretary-treasurer. 

Close to 100 manufacturers held ex- 
hibits which were climaxed with a style 
show the evening of January 27, which 
was the highlight of the convention. 
Though the convention was held two 
weeks later than that of the preceding 
year, and purchasers had already made 
a good share of their commitments for 
1941 Spring and early Summer busi- 
ness, the volume of orders was reported 
to have held up fairly close to the con- 
vention record of a year ago. 

Exhibitors stated that purchasing 
was heavy in sport shoes for men, wo- 
men and children, with light beiges and 
saddle leather far in the lead. Bicycle 
oxfords, moccasins and loafer styles 
particularly, received the biggest play. 
Heel demands were strongest for % 
and 10/8. 

In women’s dress and street shoes, 
purchasers were buying up to 40 per 
cent of whites and white combinations, 
an equal percentage of blacks, 15 per 
cent blues and five per cent browns. In 
men’s style shoes, two-tone tans and 
brown and white combinations were be- 
ing ordered. 

In his ability to offer personalized 
Service and, as a permanent resident of 
his community, make friends with his 





Dates to Remember 


Official Opening of American 
Leathers and Style Conference 
for Fall, 1941, Waldorf-Astoria 
Hotel, New York. 

March 31, April 1, 1941 


Spring Meeting Tanners’ Council 
of America, White Sulphur 
Springs, W. Va. May 8, 9, 1941 


Tri-State Shoe Mart, Pennsylvania 
Shoe Travelers Association, Wm. 
Penn Hotel, Pittsburgh, Pa. 

July 6, 7, 8, 1941 





customers, the independent retailer is 
in a superior position to that of chain 
stores, J. Adin Mann, of Mann’s De- 
partment Store. Devils Lake, N. D., 
stated in his January 28 address preced- 
ing the convention open forum. Mr. 
Mann cited seven advantages which in- 
dependent retailers enjoy over chain 
store competition. They are: quick in- 
telligent personal service; exchange and 
money back without question; truthful- 
ness about merchandise; quality; a 
clean well-lighted store and well ar- 
ranged stocks; careful attention to 
children, especially to fitting; and an 
adequate stock of the latest style mer- 
chandise. His talk was exceptionally 
well received by the retailers. 
Speaking under the auspices of the 
National Association of Manufacturers, 
H. M. Chope, secretary, treasurer of the 
Winget-Kickernick Co., asked for “vol- 
untary and unselfish co-operation” of 
all shoe retailers in the program of na- 
tional defense. H. J. Lynch, speaking 
[TURN TO PAGE 38, PLEASE] 


Dates Set for Tri-State 
Shoe Mart 


PITTSBURGH, Pa.—Phil Landish, gen- 
eral chairman of the Tri-State Shoe 
Mart, sponsored by the Pennsylvania 
Shoe Travelers’ Association, recently 
announced the dates of the 1941 show 
which will be held at the Wm. Penn 
Hotel, July 6, 7 and 8. 

This year’s show is expected to set 
a new higi in business and attendance 
as the business area represented by the 
Tri-State Shoe Mart is one of the great- 
est industrial districts in America, and 
with the defense orders making for 
capacity production and employment in 
local factories, business is very satis- 
factory, shoe merchants report. 

The association reports an extensive 
list of reservations for display space 
already on file. 


“Legal Effects of 
Military Service” 

New YorK—A concise book on the 
“Legal Effects of Military Service,” by 
Ganson J. Baldwin and John Kirkland 
Clark, Jr., of the New York Bar has 
been published, and is available at a 
cost of $1.00 ($2.00 for buckram bind- 
ing). The book deals with the impor- 
tant new laws affecting draftees and 
their families, their creditors, land- 
lords, employers, etc. 

Essentials are given in bold type, so 
that a quick glance will reveal the in- 
formation sought. The book is available 
from S. Ward, 72 Wall St., New York. 


Return from Coast Visit 


ALBUQUERQUE, NEW Mexico—Dr. 
V. A. Knott, owner of the Orthopedic 
Shoe Shop here, and Mrs. Knott re- 
turned recently from a visit to the West 
Coast, Where they motored during the 
Christmas holiday season. 
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Infants’ and Children's Shoes 
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“WIGGLETOES” 


Four Stage Fitting For Babies 


FIRST STAGE—Soft Sole 
pot White Washable Elk 
1 Same, Fancy Toe 
e019 Same, Moccasin Toe 
Sizes: 0 to 3, Price 52%¢ 


STAGE—Intermediates 
White Washable Elk 

Same, Special Fat Baby © 
Last ' 





\ THIRD STAGE—First Step 
, Lightweight, \ ae all- 
- leather Prewel 
ay White Washable Elk 
' $247 White Washable Kid, 
; Plain Toe 
Sizes: 1 to 4, Price $1.10 


i= e _ - 
4th STAGE—Soring Heel Prewelt 
All-Leather. B, C. & D Widths 
£647 White Washable Elk 
2605 Black Calf 
poof a feather 
» FB - 74 

po White Washable Elk 

ik 


. Straps, Sandals 
1. . 6% to 9—$1. 


WEITZMAN. Shi 
NEWARK, N. J. | 
ey 





N. Y. Showrooms — 1333 Broadway 


Shoe Dealers Show Sales Gain 


ALBUQUERQUE, NEW MEXxICo — Shoe 
merchants report a gain of from 2 per 
cent up to 15 per cent in their holi- 
day business. They are anticipating an 
early Spring business, due to the ar- 
rival here of 4125 enlisted men and 
officers at Albuquerque’s new $1,500,- 
000 Army Air Base, within the next 
30 to 60 days. In addition a new $300,- 
000 home project for non-commissioned 
officers has begun, increasing the num- 
ber of jobs here. 
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Lamport with Schelter Last 


New YorK—Edward J. Baas, pres- 
ident of Schelter Last Co., and Roch- 
ester Shoe Tree Co. of Rochester, N. Y., 
announces the appointment of Free S. 
Lamport as representative covering all 
the shoe manufacturing centers in the 
country. 


FREE S. LAMPORT 


Mr. Lamport, one of the best known 
figures in the shoe industry, has had 
more than twenty-five years’ experience, 
having covered the industry for such 
firms as John Pell, United Last Co. and 
Vulcan Last Co. 

Mr. Lamport will open offices in the 
Marbridge Building in the near future. 

Mr. Baas took over the Shelter Last 
Co. in 1930 after being previously as- 
sociated with the late Dave Stewart in 
the New York Last Co. With a back- 
ground of more than twenty years in 
the last business, he enjoys a wide 
acquaintance in the industry. He was 
also the founder and organizer of the 
Rochester Shoe Tree Co. 


Teeple Distributes Bonus 


WaAuPuN, Wis.—The Teeple Shoe 
Co., makers of men’s and boys’ shoes, 
has paid each of its 145 workers a 
bonus equal to 5 per cent of their sslary 
during the past year, totaling $6,310.16. 

The Teeple Co. entered into a profit- 
sharing plan with their employees four 
years ago and this is the second bonus 
distribution since that time. In 1939 
the bonus amounted to 3 per cent. 

According to J. F. Teenle, president 
of the firm. the company had a 20 per 
cent increase in business in the first 
11 months of 1940, when the company 
payroll hit a new high of $126,203.25. 


Leaves for Coast Trip 


New YorkK—Mr. and Mrs. I. Arn- 
stein, of the Treadeasy Shoe Shop, 24 
W. 39th Street, here, were tendered a 
farewell dinner by their daughter, 
Helen, on Saturday evening, January 
25, prior to their leaving on an ex- 
tensive trip to the West Coast with 
stops along the way, visiting all the 
points of interest. 








( vopars BABIES YY 


are your customers 


TOMORROW 


. if you carry Mrs. Day's 
Flexible Walking Shoes. 
Thousands of today’s babies 
will grow up to your juvenile 
department in Ideal Baby 
Shoes . . . and their parents 
will have learned the quality 
and reliability of any shoe 
which carries the Ideal trade- 


mark. 
MRS. DAY'S 


IDEAL BABY SHOE CO., 
DANVERS, MASS. 





























Buying Steady at 
Northwestern Showing 
[CONTINUED FROM PAGE 37] 


for the Northwest Footwear Associa- 
tion, organization of wholesale shoe 
distributors and manufacturers in the 
Twin City market, advised retailers not 
to be “stampeded” in their purchases 
because of the steady advance in leather 
prices. He said, “On staple shoes buy 
conservatively, slightly more than nor- 
mal. To overbuy will cause a reaction.” 

Minneapolis was again selected to be 
the convention city for the following 
year. 

The style show featured novelty 
street and dress and sport types for 
women and girls. Combinations of 
materials and colors were popular. 
Among them were black gabardine and 
lizard, brown gabardine and saddle 
calf, beige suede and white buck; honey 
beige suede and brown calf, natural 
linen and saddle leather, and water 
beige and white buck, military and 
frontier influences, open toes, perfora- 
tions, sandals, loafers and pumps. 


To Continue Monthly Shows 


Detroir, MicH.—First monthly 
showing of. 1941 by shoe travelers cov- 
ering Michigan will be held at the 
Hotel Statler, on Monday, March 3, 
according to plans disclosed by Sam 
Kane of the Bates Shoe Co. Early sea- 
son showings were covered by the : 
nual Shoe Fair held by the Shoe Trav- 
elers’ Club in cooperation with 1! 
Retailers Association, and the Marc 
show is expected to have unusual 
portance for early Summer showing 
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Herbert Lape, Jr., Named 
Julian & Kokenge Head 


CoLumsBus, OHIO— At the annual 
meeting of stockholders of the Julian 
& Kokenge Co., Herbert N. Lape, Sr., 
stepped out as president of the shoe 
manufacturing concern, to be replaced 
by his son, Herbert N. Lape, Jr. The 
new president, 40 years of age, moves 
up from the vice-presidency, 36-year 
old Howard B. Lape, former treasurer, 
replacing him. Robert M. Lape was 
named treasurer, and Walter C. Spohr, 
formerly secretary, was elected vice- 
president and secretary. 

Mr. Lape, Sr., was elected chairman 
of the board, announcing that he will 
continue to devote the same amount of 
time to the business, but that greater 
responsibilities would be placed on the 
new officers. 

All of the dire-tors were re-elected: 
H. N. Lape, Sr., H. N. Lape, Jr., How- 
ard B. Lape, Walter C. Spohr, Charles 
Liable, Felix McCarthy, all of Colum- 
bus, and Elmer Kokenge of Cincinnati. 


The new chairman of the board said 
the present outlook indicated that from 
the executive viewpoint extremely hard 
work was ahead, and that nothing 
would count in the future as much as 
a strong organization. “This company 
is committed to the thought that in 
order to endure, greater effort than 
ever before must be put forth,” Mr. 
Lape asserted. 


Boston Shoemen Helping 
in Drive for Fund 


Boston, Mass.—The chairman of the 
Greater Boston Community Fund has 
reappointed Maxwell Field, Secretary 
of the New England Shoe and Leather 
Association, as Director of the South 
and Lincoln Streets district campaign 
committee. Assisting Mr. Field are two 
associate directors, A. W. Berkowitz 
of the Bourque Shoe Company, and Fred 
Craigin of the Allied Kid Company. 
The following captains have been se- 
lected to assist in this campaign: John 
B. Hitchins, First National Bank of 
Boston; Daniel J. Seletsky, Bourque 
Shoe Company; George Shapiro, A. 
Shapiro, Inc.; Herbert M. Agoos, Allied 
Kid Company; Carl Grifman, Allied 
Kid Company; Joseph Goldstein, and 
Harry Lawford of the Shoe and Leath- 
er Mercantile Agency. 


Williams Named Miller 
Shoe Manager 


Eau CLaire, Wis.—Monte Williams, 
formerly manager of shoe departments 
in Minot, Fargo and Grand Forks, 
N. D., has been named manager of the 
shoe department at Miller’s, here. Wil- 
liams has had 12 years’ experience in 
the shoe business since his graduation 
from the National School of Ortho- 
pedy of the Foot in St. Louis. 


Goodyear Exhibits 
Defense Products 


New YorK — The Goodyear Tire & 
Rubber Company, Inc., held an interest- 
ing display of products it is manufac- 
turing for national defense at the Wal- 
dorf-Astoria Hotel, New York, on Jan- 
uary 22d. Visitors were amazed at the 
number of rubber products of vital 
military importance which are being 
manufactured in Goodyear plants. 


P. W. LITCHFIELD 


Members of the press and of the Good- 
year dealer organization were present 
and were welcomed by P. W. Litchfield, 
chairman of the Board; E. J. Thomas, 
president and R. S. Wilson, vice-pres- 
ident and sales manager. Showing of a 
motion picture film, “Goodyear Shoul- 
ders Arms,” proved an interesting and 
enjoyable feature of the occasion. 

Actual samples of such vital defense 
materials as bullet-proof gasoline tanks 
for military aircraft were shown, as 
were barrage balloons for air raid de- 
fense; rubber track blocks for combat 
vehicles, more than a dozen other key 
items were supported with spectacular 
photographs illustrating their applica- 
tion in action. 


Rubber flotation bags designed to fold 
into the wings of planes that fly over 
water, ready for instant inflation in 
erent of emergency landing at sea, pro- 
tect valuable equipment. Even more im- 
portant are the cleverly designed in- 
flatable rubber boats which are for use 
of flying personnel forced down upon 
the water—or may be used for ferrying 
troops across streams. 


Truck tires, so constructed that 
equipment on which they are installed 
can continue in service for as much as 
100 miles even though the tires be rid- 
dled with bullets; inner tubes that close 
up bullet holes without appreciable loss 
of air pressure, were included. 





All indications point to @ big year for 
golf, and a big golf for you if you 
stock Bass Sportocasins. Chosen by 
golfers all over the world as a shoe that 
is tops for foot comfort on the fairway, 
the model shown is made from Brown 
French Veal and Brown Scotch Grain 
leather, leather soles and heels with 
Turf Hugger Detachable Spikes. Models 
in brown and white and black and white 
also carried in stock. 

You'll break par on your soles with Bass 
Sportocasins. Stock up now! FREE catalog 
showing all models will be sent if you 
write G. H. Bass Company, Dept. 85-!!, 
Wilton, Maine. 





BASS 
SPORTOCASINS 





Variety of rubber’s military use- 
fulness was exemplified by self-sealing 
airplane fuel-line hose that will seal up 
machine gun bullet holes, gas masks, 
Airfoam (whipped latex) pads for 
wounded arms and legs, waterproof, 
transparent Pliofilm bandages an: 
dressing co: ers for bandaged members. 

Airplane tires and brake assemblies 
of all sizes; inflatable pontoons for sea- 
planes and even control surfaces for 
the army’s new Martin B-26 bomber, 
one of the newest and most deadly 
aerial weapons available to the United 
States army, were shown. The bomber 
control surfaces, while made entirely 
of metal, are manufactured in the 
metal working shops of the Goodyear 
Aircraft Corporation which gained 
wide experience in the fabrication of 
light metals through its construction of 
many blimps and airships for the army 
and navy. Goodyear currently is a sub- 
contractor for several leading manufac- 
turers of fighting planes, fabricating 
parts which will be assembled later in 
the plants of the original contractors. 

The exhibit, arranged with the co- 
operation of the War and Navy depart- 
ments of the United States go. ernment, 
will be put up in important cities from 
coast to coast for restricted inspection 
by the press and the Goodyear com- 
pany’s dealer organization. 
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Meet the feet and be good friends, 
See that their discomfort ends. 
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HOW E LL 
CHROMSTEEL FURNITURE 
FOR SHOE STORES 
Your customers will like the modern style 
and comfort of Howell Chromsteel. You'll 
like the way it looks and wears. Write for 
Catalog of Shoe Store Equipment now. 


HOSE 








Display Demonstrates 
Insulator 


PHILADELPHIA, Pa.—The House of 
Crosby Square had an interesting dis- 
play at the Middle Atlantic Shoe Re- 
tailers’ Style Show held at the Benja- 
min Franklin Hotel, January 19, 20 
and 21. The display dramatized Air- 
film, the new material that is used as 
filler in Crosby Square shoes. 

Mr. McGuire, owner of the patent on 
Airfilm, demonstrated the insulation 
qualities of this material by means of 
a hot grill and two cans, one with a 
layer of Airfilm between the grill and 
the can and the other with nothing be- 
tween the two. A difference of 40 de- 
grees in temperature was noted. 

Two young. men walked through the 
hallways of the hotel advertising 
Crosby Square shoes. 
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Philadelphia Shoe Guild Plans Advertising 





Spread of Publicity for Organization throughout the Year Held 
More Effective than Concentration at Opening of Seasons. 


PHILADELPHIA—A luncheon meeting 
of the Philadelphia Shoe Merchants 
Guild was held recently at the Hotel 
Adelphia with President T. Dun Belfield 
in the chair. Absence from the city and 
illness prevented several of the mem- 
bers from being present, but a rep- 
resentative attendance was achieved de- 
spite these factors. 

A number of topics of interest came 
before the meeting, the most impor- 
tant being consideration of advertising 
plans for the organization as such. It 
was the consensus that a more general 
spread of the Guild story throughout 
the year rather than a concentration jof 
effort at the beginning of each season, 
would be of greatest value. It was also 
urged that individual members of the 
Guild should in their own promotions 
accent their Guild membership, thus 
selling the Guild to the general public 
both in and outside the city. These syg- 
gestions were passed along to the pub- 


licity committee for their consideration 
and to guide them in the recommenda- 
tions they will present to the next gen- 
eral meeting of the organization. 

Owing to the discontinuance of the 
shoe department of Dewees, W. H. 
Shirley, who headed this department, 
presented his resignation as a member 
of the organization, and the resignation 
was regretfully accepted. In a few re- 
marks made in farewell, Mr. Shirley 
commented upon the good that he felt 
the Guild has accomplished, not alone 
for its members but by its example for 
the trade in general. 

A very lively interchange of views 
upon the subject of keeping stores open 
on Wednesday evenings occurred, the 
general opinion being that this practice 
has had better results than was at first 
expected, especially in connection with 
the sale of the higher priced shoes, 
which it was felt at first would not re- 
act at ali to evening shopping. 





N.E.S.L.A. Holds 


Annual Meeting 


Boston, Mass.—The New England 
Shoe Leather Association held its 72nd 
Annual Meeting on Wednesday. eve- 
ning, January 29, following a dinner 
for members at the Copley-Plaza Hotel, 
Boston. Only officers of member firms 
of the association attended this meet- 
ing, which was devoted to a thorough 
discussion of the many problems which 
beset the New England shoe and 
leather industry today. 

A major part of this meeting was 
devoted to the presentation of the re- 
ports of Pres. George A. Dempsey, 
Treas. Eugene L. Wyman and Sec. 
Maxwell Field as to their stewardship 
of association affairs during the past 
year. Other reports were presented by 
the chairman of the association com- 
mittees. 

The New England Shoe and Leather 
Association is one of the oldest trade 
associations in the shoe and leather 
industry, and one of the oldest trade 
associations in the country, having been 
organized in 1869. It has played a 
prominent part in all trade events since 
that time and is today, with its several 
hundred members, one of the most in- 
fluential associations in our industry. 


F. W. Whiteley Named 
Nisley Vice-President 


CoLuMsBus, On1I0—Frank W. White- 
ley has recently been appointed vice- 
president and merchandising manager 
of the Nisley Company, Columbus, re- 
turning to the firm after three years 
with the New York purchasing divi- 
sion of Montgomery Ward Company. 


Mr. Whitely was formerly general 
manager of all Queen Quality Shoe 
Stores for the Thomas G. Plant Com- 
pany and was later associated with the 
International Shoe Company in re- 
search and survey work. He came to 
the Nisley Company in 1934 where for 
three years he was vice-president and 
general merchandise director of the 
company’s 68 retail stores. 


Pennsylvania Travelers 


Re-Elect Officers 


PitTsBuRGH, Pa.—The entire slate of 
officers of the Pennsylvania Shoe Tra- 
velers Association were reelected at a 
luncheon meeting of the group at the 
Wm. Penn Hotel, here, recently. 

Following an enjoyable lunch, the 
regular business meeting of the asso- 
ciation was called to order by George 
Hutchings, president, and after the 
completion of considerable business, the 
nomination and election of officers took 
place. The following were reelected: 
George Hutchins, president; Lew Man- 
heim, vice-president, and Joseph York- 
in, secretary-treasurer. 

Martin Lopen was reelected chair- 
man of the board with Jack R. Levy. 
Harry Harris, Phil Landish and James 
Hayden. 

Among the topics discussed and acted 
upon was the question of leasing per- 
manent headquarters at the Wm. Penn 
Hotel. This idea was unanimously ac 
claimed and work was started on th: 
new club rooms. After decorations ar: 
completed and new furnishings ar 
installed, the house committee ha 
planned a housewarming for its mem 
bers, and all shoe men in town at th: 
time are cordially invited to attend. 
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Consult the CLAS- & 
SIFIED PAGES of 
Boot and Shoe Recorder. 


HELPS 
HELP 


“Road” and “Inside” Men turn 
to these pages for worthwhile 
connections. 


INEXPENSIVE! 
EFFECTIVE! 


BOOT AND SHOE RECORDER 


Classified Advertising Dept. 
100 E. 42nd St., New York, N. Y. 




















The “Chariot” 


the speediest WOODEN SOLE SANDAL ever 
introduced to the trade. 


A hit at the Shoe Fair because it has every- 
thing— 


Eye appeal—beauty in lines, finish and design 
—perfect fitting—patriotic elastic straps. 









Stock H-10—Sizes 3 to 9 inclusive. 
Order Today 


REECE WOODEN SOLE SHOE CO. 


Columbus, Nebraska 











Fred Leighton’s Expands 


New YorkK—New and larger quarters 
is the order of the day at Fred Leigh- 
ton’s retail store, 15 East 8th Street, in 
the heart of Greenwich Village. 

For ten years one of the city’s largest 
dealers in genuine Mexican huaraches, 
pottery, silverware and blankets, good 
business has encouraged them to double 
the size of their shop. 

According to Mr. Leighton, “You 
can’t sell Mexican imports from glass 
cases and stock shelves. The customer 
likes to come in, brouse around and 
handle the goods. Consequently, we 
have designed our shop to be as in- 
formal as possible with a Mexican fire- 
place, easy chairs, leather couches— 
and no counters. Goods are displayed 
on tables and wall shelves and within 
every customer’s easy reach. Our huar- 
aches are stocked in a separate section 
entered through arched doorways, giv- 
ing the customer a bit of privacy while 
being fitted.” 








Shoes Shown in Theatrical Setting 



























Fargo Joins Heywood 


WoRcESTER, Mass.—Edward A. Far- 
go, Jr., has recently joined the sales 
force of the Heywood Boot & Shoe 
Company of Worcester, Mass., and is 
at present at their New York offices, 
475 Fifth Ave. 

Mr. Fargo has been, for several 
years, with the Florsheim Shoe Com- 
pany. 


Attracting no end of attention at the 
Stevens Hotel in Chicago was the above 
Compo Shoe Machinery Corporation dis- 
play. Reproduced in picture frame ef- 
fect as chorus girls on a stage, the 
shoes shown moved along on a traveling 
belt with each shoe spotted and rising 
on a table which turned it about com- 
pletely to show the toe, heel, inside and 
outside from all angles. Twenty shoes 
were shown at a time and the types 


were changed three times a day. 

The shoes shown in this group were 
made by such outstanding and high- 
grade manufacturers as I. Miller & 
Sons, Inc., Palter DeLiso and others. 
The display attracted the attention of 
numerous shoe retailers and department 
store buyers, some of whom have made 
inquiries about the possibilities of in- 
stalling it in their windows and depart- 
ments. 
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Custom Built Shoes 
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SHOES FOR SHORTER MEN 
MAKES THEM 
OVER ONE INCH TALLER 
THEY LOOK LIKE OTHER SHOES 
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Benched by 0. T. Cole 
COLE ROOD & HAAN CO. 
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Newflex does not curl or crack, 
Never a pair will you get back. 





NEWFLEX PIGSHKIN 
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Women's Shoes 
NEWLY STYLED HAND TURNED COMFORTS 
IN STOCK 








RETAIL 

$3 - $4 
470 10 
ATO EEE 


Priced right for 
volume trade & 
dept. stores. 


Write for Catalog 


ABBOTT SHOE CO. No. Reading, Mass. 
ESTABLISHED 1855 











Opens Shoe Store 


ALBUQUERQUE, NEW MEeExico— Sam 
Epstein has opened up the Kay Sample 
Shoe Store in the Rosenwald Building 
here. This store here is the only one of 
its kind in New Mexico. Mr. Epstein has 
been connected with the shoe business 
for more than 25 years. Following ex- 
perience in New York, he has recently 
been associated with Given Bros. here. 
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First California Shoe Fair a Success 





Play Shoes and Western Influence Strong Style Factors at Coast 
Showing Sponsored by Los Angeles Chamber of 


Commerce and Shoe Travelers’ Association 


Los ANGELES, CALIF.—Shoe buyers 
from all over California pronounced 
the First California Shoe Fair a 
marked success. Exactly 50 exhibitors 
took over the second floor of the Hotel 
Biltmore, January 15, 16, 17 in this 
shoe fair inaugurated by the Shoe Tra- 
velers’ Association of Los Angeles. 

A highlight of the first Fair was a 
Shoe Merchandising Clinic following 
the Wednesday luncheon. This was an 
original California promotion of meth- 
ods of promoting Spring footwear and 
was conducted by Frances Scully, 
NBC’s Hollywood Fashion commenta- 
tor. Guest stars were Kay St. Germain, 
NBC’s singing star; Ray Montgomery, 
NBC’s dramatic actor on the Irene 
Rich program, and four of “The Most 
Beautiful Girls in the World,” from the 
famous Earl Carroll Theater restau- 
rant in Hollywood. Augmenting Miss 
Seully’s fashion comments was Kate 
Goldstein Kamen, now of Hollywood, 
who gave detailed shoe descriptions, to- 
gether with her interpretations of cur- 
rent trends. 

Stephen J. Brouwer, Milwaukee shoe 
retailer, conducted an open forum on 
correct footwear and health, which was 
closely foliowed by the attending shoe 
buyers. 

Sample room visiting revealed these 
buying trends from orders placed by 
California shoe merchants. All buyers 
agreed spectator sport shoes retailing 
from $6.95 up must look different this 
Spring. Wide foxed collar bands and 
coliar over tips are the predominant 
pattern. ... It is apparent all shoes 
bought are elasticized to some extent 
because customers consider they feel 
better and are lighter on the foot. No 
one color had the remarkable accept- 
ance of California Saddle leather—it 
seemed to sweep the show. All over 


elasticized spectator shoes are consid- 
ered to be as important as any type of 
afternoon footwear. Heels in the spec- 
tator types are eitber 18/8 or 22/8; 
this is a definite trend. Colors for spec- 
tator shoes: white with blue, white 
with brown, with a highlight of all 
white with black patent collars; beige 
with blue and beige with brown are 
very good. All over red kidskin will 
apparently carry through the Summer. 
Black patent is about 25 per cent less 
than last year, with black gabardine 
a good 25 per cent better in the or- 
dering. 

Play shoes have graduated into bet- 
ter quality casual shoes with nearly 
every line showing its own adaptations. 
All buyers detailed more sizes and 
more patterns in shoes of this charac- 
ter than ever before. 

Unquestionably the Western influ- 
ence was the biggest fashion factor at 
the show; this is reflected even in boot 
ideas or anything typical of Early Cal- 
ifornia. Sabot patterns in play types 
were freely bought. 

A very open sandal with linen braid- 
ing interlaced to form a port hole was 
developed in all colors and combina- 
tions and seemed to be a good typical 
California shoe. A pleated elasticized 
gabardine, made in all colors, with 
saddle calf and whites was freely 
bought for Easter. 

In men’s shoes, two-toned browns, 
wing tips, moccasin treatments and 
many ventilated types were played up 
strong. The classic all white selling 
was decidedly off, as was the black 
and white combination. Brown and 
white, even light shades of tans are 
good for Spring, based on what the 
buyer’s note books show. Rubber soles, 
especially the ribbed soles, are appar- 
ently stronger than ever. 





Receives Membership in Order 


MANCHESTER, N. H.—Membership in 
the 800-year-old Roman Catholic Order 
of the Knights of Malta was conferred 
Jan. 6 upon former Gov. Francis Par- 
nell Murphy of New Hampshire. 

Announcement of the honor to the 
Nashua shoe manufacturer, who left 
office only recently after serving two 
consecutive two-year terms, was made 
here by the Most Rev. John B. Peter- 
son, D.D., bishop of the Manchester 
diocese, of which Mr. Murphy is a 
resident. 

Catholic sources said that only about 
80 of the 20,000,000 Catholics in the 
United States hold membership in the 
order. One member is former Gov. 
Alfred E. Smith of New York. The 


only other New Hampshire member, so 
far as records available in the Man- 
chester diocese show, is U. S. Repre 
sentative Foster Stearns, son of forme: 
President Coolidge’s adviser, Frank 
Stearns. 


To Open Shoe Store 


Waukon, Iowa—Al F. Weihs, form- 
erly operator of the Brownbilt Shoe 
store at Decorah, Iowa, has leased th 
Sheridan-McCullough building on Main 
Street and plans to open a new shoe 
store there as early in February as po:- 
sibe. The building is being completely 
modernized with a new glass front and 
other features that will make it an up- 
to-date shoe store. Mr. Weihs plans ‘o 
move his family here Feb. 1. 
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Vacations in Florida 


Miami BeEaAcH, F.La.—David Hart- 
man, well-known shoe manufacturer of 
Haverhill, Mass., is spending a mid- 
Winter vacation on the beach and in- 
cidentally checking on the public reac- 
tion to new shoe models shown here for 
the first time. 


Dayton Retail Sales Improve 


DAYTON, OH10—Retail sales in this 
city during 1940 showed an increase of 
10.1 per cent over the previous year, 
according to Brooks H. Harmon, sec- 
retary of the Dayton Retail Merchants’ 
Association, of which a number of local 
shoe dealers are members. This boost 
was the result of stepped-up indus- 
trial employment, with new peak-reach- 
ing payrolls. 

Mr. Harmon predicts an increase of 
about 11 per cent during the first quar- 
ter of 1941 over the same period of a 
year ago, with a further gain of about 
12 per cent during the second quarter. 
Industrial payrolls are expected to 
show further gains throughout the cur- 
rent year, surpassing the 1940 record 
total of $100,736,242. 

Dayton shoe dealers are reporting a 
satisfactory holiday business with in- 
creases ranging from 10 to 25 per cent 
oevr the same period a year ago. 


Returns from Florida 


DAYTON, OHIO—Paul W. Crawford 
of the Crawford Shoe Company has re- 
turned from a week’s visit with a 
brother who lives in Miami, Fla., who 
celebrated his 72nd birthday. Mr. Craw- 
ford is planning another visit before 
the winter passes. 


M.S.R.A. Meets 


Macon, Ga.—The Macon Shoe Re- 
tailers’ Association held its first meet- 
ing of the year at the Hotel Lanier, 
recently, with the new officers in 
charge. Three new members, Marion 
Elliott, Louis Gordon and Louis An- 
derson, were introduced. 


Say It with Color 
[CONTINUED FROM PAGE 23] 


introduce as their new promotion color, 
is seen in Valencia, their glove-tanned 
kidskin. Extremely soft and supple, it 
is an ideal leather for dressy shoes and 
for pleating and draping. Its rugged 
durability makes it equally practical 
for casual and walking types. The 
Play-tan color makes a smart contrast 
color to black, navy, beige and other 
Spring colors in both dressy and casual 
clothes. 

Three shoes from Gregory & Read are 
illustrated in Valencia. In addition to 
the all-over color shoe in Play-tan we 
show a model in white Valencia trim- 
med with Play-tan. The third shoe is 
in all-white Valencia. 


1, 1941 
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Sells Men’s Shoes Up to $37.50 Per Pair 


Photo shows two windows devoted to display of the two brands of shoes handled 


by the John L. Ashe Store, Eighth and Main Streets, Fort Worth, Texas. 


The 


show windows have reversible backgrounds which provide momentary changing 
of backgrounds from a natural mahogany to a natural white, or to hand-painted 
old English backgrounds bearing trade marks of the brands of merchandise sold 


by this store. 


John L. Ashe developed this method of quick-changing display 


backgrounds. 





Fort WortH, Tex.—John L. Ashe’s 
Men’s Store, at Eighth and Main 
Streets, in Fort Worth, Tex., recent- 
ly completed modernizing the store 
throughout, as the climax of a decade 
of progress for this store, which spe- 
cializes in higher-priced merchandise 
for men. The Ashe store started as a 
men’s shoe store in 1927, and the other 
lines of wearing apparel were added in 
recent years. 

This store has proved that higher 
grade merchandise can be profitable 
even in a “small city” of 170,000 popula- 
tion. To augment the local business on 
this higher grade of merchandise, the 
Ashe store has built up a mail order 
business that constitutes a major part 
of the yearly volume. This mail busi- 
ness is a special service mainly for 
wealthy ranchers and oil men in west 


Texas, and eastern New Mexico, who 
want the brands of shoes handled by 
this store, but who can not get them 
in their section, or can not take time 
off to come several hundred miles for 
the shoes. The store has 10,000 names 
on its mail order file, with sizes, styles, 
etc., wanted by each customer. This 
mail business helps the store uphold its 
standard of higher grade merchandise, 
at corresponding prices, when most 
stores are featuring lower prices to at- 
tract volume. 

The store handles Johnston & Murphy 
and Smith shoes, and some shoes on or- 
der up to $37.50 a pair. Recently, the 
store has been stressing the $37.50 line, 
building up this line through special or- 
ders exclusively. Walter Ashe is in 
charge of the shoe department. 





Goodman to Retire as Florsheim Chairman 


Cuicaco—After forty-four years of 
association with The Florsheim Shoe 
Company, Samuel Goodman will retire 
from the chairmanship and general ac- 
tivity the end of this year, continuing, 
however, as a director and consultant. 

From a meager beginning as a boy 
of fourteen, he grew up with the com- 
pany and has been active in every di- 
vision of the business. In recent years, 
with the continued development of the 
Florsheim business, he has acted in an 
executive capacity. 

Mr. Goodman’s association with the 
late Milton S. Florsheim was a very 
close one over a period of forty years 
until Mr. Florsheim’s passing in De- 
cember, 1936. 

While the shoe industry will miss 
Samuel Goodman because of the many 
friends he has made through his busi- 
ness contact and what he stood for, 
The Florsheim Shoe Company is most 


fortunate in having an excellent or- 
ganization for carrying on this splendid 
business which has done much for the 
industry through the policy and dignity 
it has maintained. 

There is no change in personnel or 
officers indicated at this time. Irving 
Florsheim continues as president, Har- 
old Florsheim and C. W. Schaaf as vice- 
presidents. 


Starts Own Business 


So. NoRWALK, Conn.—S. L. Baker, 
for 16 years with the G. R. Kinney 
Company as manager of their South 
Norwalk store, recently started in busi- 
ness for himself under the name of 
Baker Shoe Co. 

He carries a complete line of men’s, 
women’s, misses’, and children’s foot- 
wear; hosiery and women’s bags. 
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New Fall River Store 


Fatt River, Mass.—Ruth’s Bootery 
is a new retail shoe store at 224 South 
Main St., featuring women’s shoes from 
$2-$5 and children’s shoes. Simon Win- 
okoor is owner and Roland Allaire is 
manager. 

Souvenirs were given to all visitors 
during the opening days. 
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Buyers “Rush” to Refill 
Stocks at Indiana Show 


INDIANAPOLIS, IND.—Many Hoosiers 
will fall in step with the general trend 
this coming Spring and Summer and 
become militaristic and patriotic. 

A survey of the styles displayed at 
the Indiana Shoe Travelers’ Associa- 
tion Shoe Buyers’ Week, at the Clay- 
pool Hotel, January 19, 20, 21, reveals 
that the patriotic motif will be increas- 
ingly evident in women’s Summer sport 
shoes, becoming more and more pop- 
ular in red, white and blue. 

The military influence also is re- 
flected in a variety of similar patterns 
for men’s shoes, which salesmen say, 
are becoming more and more popular. 

Play shoes for the fair sex, in saddle 
leathers and white combinations, low 
heels, definitely, with some higher heels 
in sandalized types were popular in all 
women’s shoe displays. Gabardine with 
patent leather trim, in black, navy and 
beige shades with open toes sold in 
large volume. Sales, according to of- 
ficials of the style show, were far ahead 
of last year. 

Men’s shoes were favored in Bar- 
celona brown, fashioned in rich, lus- 
trous calf skin, alsc American tan, in 
lighter weights and modified to a great 
degree with antique finishes predomi- 
nating. A low plateau last, with com- 
fort and style combined, was very good. 
Some interest is being revived in 
French toes. The late Easter this year 
brings a demand for intermediate 
styles, ranging from Spring to late 
Summer, in two-tones. On display were 
outstanding combinations for light 
weight sport shoes in two neutral 
shades of smooth tan calf. Blended 
combinations of tan showed importance 
while sharper contrasts of tan are de- 
creasing. The low mudguard patterns 
displayed were heavy favorites and 
considered the number one shoe in the 
Spring picture. Numerous ventilated 
patterns were on display in light 
weight, smart-looking shoes with thin, 
close-trimmed and flexible leather soles. 

Another late entrant in the men’s 
picture is the play type, styled and pat- 
terned in soft pliable leathers. Mili- 
tary types in tan with military buckles, 
and the new aviator boot and R.0O.T.C. 
shoes; both ‘high and low, were in de- 
mand from the retailers in university 
and college centers. 


Salesmen reported that most orders 
were accompanied with “rush” instruc- 
tions because of low stocks, and dealers 
anxious to replenish their stocks with 
the new styles. Buying generally was 
reported very good and displays of 
footwear from leading manufacturers 
outnumbered those of last year. Ap- 
proximately 1000 persons visited the 
displays on Sunday and Monday. Reg- 
istration showed 500 shoe merchants 
from parts of Kentucky, Illinois, Ohio 
and Indiana were in attendance. 

The annual banquet, entertainment 
and style show was held Monday night 


in the Riley Room of the hotel. There 
was no business meeting. Election of 
officers for the coming year will be 
held at a later date. 

Commenting on the style show and 
Buyers’ Week, Karlton Klaus, presi- 
dent of the Indiana Shoe Travelers’, 
said: “The affair was one of the largest 
and best on record. Manufacturers hav- 
ing displays report they were more 
than satisfied with the results.” 


Shoe Trimming Firm Plans 
Move to Larger Plant 


BROOKLYN, N. Y.—L. J. Rockmore, 
president of the Wavershoe Trimming 
Co., 351 Jay Street, here, announced 
this week that due to increased busi- 
ness, his firm will move to 92 Bleeker 
St., New York, where they will have 
increased space and the facilities of a 
more modernized plant. The firm plans 
to move on or about February 10. 


Obituaries 


Larry O’Connor 


St. Louis, Mo.—Larry O’Connor, 
Pennsylvania salesman for The Vitality 
Shoe Company, died January 13 at 
The Methodist Hospital in Philadel- 
phia. He had been ill since early last 
November. Funeral services were held 
at Columbus, Ohio, January 17. He is 
survived by his widow, Nellie O’Connor, 
and a daughter. His father, Michael 
O’Connor, of Columbus, also survives. 

In announcing his passing, A. B. 
Fletcher, vice-president of Interna- 
tional Shoe Company and general man- 
ager of Vitality, stated: “Larry O’Con- 
nor became a member of the Vitality 
sales force Sept. 22, 1930. In addition 
to being one of the early members, he 
was one of our best men. His salesman- 
ship was of the highest type. He was 
vigorous and aggressive, yet at all 
times a gentleman in the full meaning 
of the word. Not only has our company 
lost a valuable salesman, but his asso- 
ciates have lost an esteemed friend. 
Their sincere sympathies go to his be- 
reaved loved ones.” 

C. L. Hein, sales manager of Vitality, 
and M. P. Bringardner, Indiana and 
Michigan representative, both attended 
the funeral at Columbus. 


Karl Wentzelman 


Str. Louis, Mo. — Karl Wentzelman, 
of the Brown Shoe Company, died of 
heart failure January 14 at his home 
in St. Louis. Mr. Wentzelman had been 
with The Brown Shoe Company since 
Jan. 30, 1911, and for many years had 
been in charge of their White House 
sample rooms, where he became wel! 
acquainted with thousands of shoe 
merchants throughout the country. H« 
was a man loved and respected by al! 
who knew him. 
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Buffalo Retailers Meet and 
Install New Officers 


BuFFaALo, N. Y.— Members of the 
New York State Shoe Retailers’ Asso- 
ciation headed by Pres. Ernest R. Park, 
Chaplain William Pidgeon, Director 
Harry Phelan of Rochester, New York, 
and Treasurer Charles Knox of Ba- 
tavia, N. Y., came to Buffalo to help 
the Greater Buffalo Shoe Retailers’ As- 
sociation and affiliated shoe traders 
celebrate their annual get-acquainted 
night dinner at MacDoel’s, 600 Main 
Street, Buffalo, N. Y., on Monday eve- 
ning. 

165 shoe men packed ali available 
space and adjoining room to capacity. 
President Benjamin Etkin was toast- 
master and the invocation was deliv- 
ered by Chaplain William Pidgeon of 
the state association. This was fol- 
lowed by a tribute to the flag while the 
orchestra played “America” and all 
joined in singing the national anthem. 

President William P. Fisher of the 
Buffalo City Council welcomed all the 
shoe men and guests to the city. While 
a delightful dinner was being served, 
the orchestra and entertainers kept 
the shoe men in good spirits. 

President Park was introduced and 
he congratulated Buffalo shoe men on 
their association and for the fine wel- 
come accorded him and his associates. 
He lauded Harry J. Deters, general 
chairman of the affair and also for the 
fine work he is doing for the local and 
state associations. 

Arthur Gifford, humorist, kept the 
shoe men in an uproar with his rapid- 
fire talk. 

George W. Cook of the Industrial 
Shoe Dealers, spoke on the evils of the 
industrial shoe business and how harm- 
ful this is to the retail shoe business. 
and the progress that is being made by 
the Buffalo Association in solving this 
problem. 

Charles Knox, of Batavia, treasurer 
of the state association, spoke briefly 
on organization and the importance of 
belonging to either organization. 

Harry Phelan, of Rochester, past- 
president of the state association, was 


introduced and was given a good hand. 

The guest speaker of the evening 
was William Pidgeon of Rochester, a 
past-president and a director for 22 
years of the state association. His 
humorous talk on “togs and clogs” 
(shoes and feet) won him a round of 
applause. 

Pres. Ernest R. Park installed the 
new officers of the Buffalo Association 
for 1941 as follows: president, Benja- 
min Etkin; vice-president, Fred Man- 
ning; treasurer, George Seifert; 
financial secretary, Harry J. Deters; 
secretary, Oliver LaReau, and attorney, 
Carl Hoffman. 

New direztors named were: Michael 
Santercole, Robert Holmes, Herman 
Meyer, Car! Sickler, Henry Baier, John 
Jacobs, Carl Lindstrom, Clarence Lan- 
ich, Edwin Lauck and Paul Davis. 
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Probably nothing created more in- 
terest than the showing of the moving 
pictures of the Summer outing by Dr. 
Gold and John Muller, Western New 
York salesmen for the Brown Shoe 
Company. Emmett Lamb, salesman for 
the Tyer Rubber Company, got quite 
a kick when he saw the airplane he was 
in as it flew over the picnic grounds 
last Summer dropping circulars. 

A vote of thanks was given the local 
newspapers and the Boor & SHOE ReE- 
CORDER for their splendid support dur- 
ing 1940. Also, William (Bill) Adler, 
of the Hurd Shoe Company, Michael 
Santercole, Oliver LaReau, Benjamin 
Etkin, Fred Manning and Herman 
Meyer. 

Retailers came from Syracuse, Roch- 
ester, Batavia, Lockport, Tonowanda 
and Niagara Falls. 





Plans for Greater Shoe Volume 


In accordance with plans to double shoe volume this year, Peck’s Department 
Store, Kansas City, Mo., recently opened to the public this enlarged and modern 


women’s shoe department. 


According to S. (Sandy) Labyortreaux, Peck’s shoe 


buyer, the new department has twice the space and will have double the former 
advertising budget, sales force and other complements of shoe merchandising. 











“a am a salesman in a retail shoe store 
and I am proud of my ‘profession’. I study 
Boot and Shoe Recorder each week and 
it helps me wonderfully in understanding 
my lines, and in giving our customers 
expert service.” 
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SALESMEN WANTED 


EXPERIENCED SALESMEN to carry com- 
plete diversified line athletic footwear, base 
ball shoes, moccasins, golf shoes, riding boots, 
tennis shoes, also other items featured in at- 
tractive 42 page catalog. Ideal sideline for men 
with established trade. Straight commission to 
start. Territories open: New Jersey, Upper 
New York State, Pennsylvania, entire Southern 
and Western States. £33, care Boot & Shoe 
Recorder, 100 East 42nd St., New York, N. Y. 








SALESMEN with experience for Connecticut; 
“ Pennsylvania; Michigan; to sell instock pop- 
ular price novelties, sports, arch-supports, and 
Misses’ shoes. Can be had as sideline. Address 
£31, care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, Y. 





SIDE LINE SALESMAN WTD. 


MANUFACTURER of foot appliances and 
parts desires side line salesmen calling on 
retail trade on commission basis. State terri- 
tory, references and experience. Address $24, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N : 








POSITION WANTED 


ETAIL SHOE SALESMAN, Age __ 36, 

Twenty years’ experience as Salesman, Man- 
ager, expert Window Trimmer, neat appearing. 
Will go anuywhere in New York, Jersey, or 
Pennsylvania. Address 232, care Boot & Shoe 
a maa 100 East 42nd Street, New York, 
=. “es 








OUNG MAN, 37, married, at present em- 

ployed as assistant bu er—15 ears’ expe- 
rience Managing, Selling, uying. sires con- 
nection with aggressive organization or retailer 
who needs right hand man. Go anywhere. Ad- 
dress $29, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, > A 





EXPERIENCE ware- 

Manager, capable taking complete 
pat  hnewtodee store control; wishes connect 
with small chain, anvwhere. Address 228, care 
Boot & shee Recorder, 100 East 42nd Street, 
New York, N. Y. 


Eaten YEARS’ 





HOE BUYER AND MERCHANDISER, now 

with nation’s largest wholesaler. Also many 
years as buyer for large department and shoe 
stores. Age 44. Services available March Ist. 
Address $27, care Boot & Shoe Recorder, 209 
South State Street, Chicago, II. 





APABLE BUYER, Production Supervisor, 

Office Manager, Age 34 years, with 15 years’ 
complete shoe and slipper manufacturing ex- 
perience. Excellent record in Management and 
as Assistant to Chief Executive. Address $26, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 


WANTED TO PURCHASE 


WANTED TO PURCHASE 








BEST PRICE PAID FOR 
SHOE STORES 
Or Surplus Stock 
HENRY YOUNG 
1055 Summit Ave. Bronx, New York 





: Topping 2-5895 
ALSO PURCHASE GENTS’ FURNISHINGS, 
CLOTHING, ETC. 





WE BUY 

lus Wholesale and Ketail 
Stocks. Also randed Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 

IRVIN &B®UBIN 
“The House of Jobs’’ 
89 Reade St., Cor. Church 

Phone Barclay 7-7887. New York City 


Entire or Su 











LINE WANTED 





ELL KNOWN SALESMAN open for line 
“for North Carolina, South Carolina, Vir- 
ginia, West Virginia. I have been eleven 
vears with one concern. Address $20, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 


INE WANTED FOR NEW YORK STATE: 

Well known salesman who has traveled New 
York State territory successfully for the past 
thirty years is desirous of securing a line of 
popular price Men's Shoes or Slippers for this 
territory. Is in good standing with leading 
buyers throughout the State and can furnish the 
highest references. For further particulars ad 
dress £30, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 








BUSINESS OPPORTUNITY 





S HOES Gapping? Cut in at instep? Desire 
to cut down shoe around ankle bone? Cut 
down one eyelet? Send to George’s, Shoe Re- 
binding A Specialty, 145 West 40th Street, 
New York City. Cost 60¢—Return postage in- 
cluded. 





FOR SALE: 


Three Family Shoe Stores—individually or 
as whole. $120,000 annual gross. Volume 
increasing. Average net profit $12,000 an- 
nually. Located large Eastern city, fastest 
growing community in U. 8. Owner retiring. 
Correspondence invited. 

Address £18, care BOOT & SHOE RECORDER, 

100 East 42nd Street, New York, N. Y. 














FOR SALE 











FOR SALE 


A LARGE SHOE REPAIR SHOP AND STORE 
ROOM, Modern front; established 27 years; 100% 
location; consistent money maker; long lease; rea- 
sonable rent; owned by a widow retiring from busi- 
ness. 25,000 population. Full particulars, write 
te owner. 
QUALITY BOOT SHOPPE 
425 E. Main Street, Alliance, Ohio 














SHOE STORES WANTED 
FOR CASH 


Men’s, women’s, children’s shoes retailing 
from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual rejerences on request. 











Buyers of Surplus Stocks 
We will A. 2 he or entire gate of shoes 
from manufactu . jobbers or retail 
QuANTiTY NO comet 
KIRSCH-BLACHER CO.., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire or p 
BARSH & CEASAR 
14 8. Third St. Philadelphia, Pa. 
Phone Market 9139 

















To Revise Retailers’ Tax Rate 


INDIANAPOLIs, IND. — A bill revising 
state gross income tax rates on re- 
tailers will be sponsored by the In- 
diana State Trade Association Execu- 
tives in the 1941 Indiana _ general 
assembly. 

The measure sets up a rate of one- 
half of one per cent instead of the 
present 1 per cent rate, and lowers the 
exemption from $3,000 to $1,000. 





The rate for 


te for all display 
Classified 





rge, 75 cents. For all other classified advertisements 
desired twelve words should be added for the address. 
advertisements is $5.00 an inch with a maximum of 46 words. 


classified 
advertising is payable in advance. 
8S Advertisements for this page must be in our New York office on Friday of the week preceding publication. “™® 


CLASSIFIED ADVERTISING RATES 
“Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
Minimum charge. $1.25. 


the rate is 7 cents per word. 


In all other cases each word of the 
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Nunn-Bush Earnings $262,171 


MILWAUKEE, Wis.—With prospects 
for increased shipments reported dur- 
ing the next few months, the Nunn- 
Bush Shoe Co. here reported earnings 
of $262,171 for the fiscal year ended 
Oct. 31, compared with $262,317 in the 
previous fiscal year. 

According to H. L. Nunn, president 
of the company, total sales for the year 
were $6,242,144 compared with $6,- 
248,250 for the 1939 fiscal period. Mr. 
Nunn also reported that inventory had 
been cut $147,000 during the year, that 
property, plant and equipment were 
valued at about $5,000 less this year 
than last, and that a special reserve 
for inventory price declines had been 
established totaling $50,000. 

The ratio of current assets to quick 
liabilities was 3.2 to 1 at the end of 
this year against 2.84 to 1 a year ago. 
During the fiscal year, four regular 
quarterly dividends were paid on pre- 
ferred stock and 75c. per share on com- 
mon stock. Directors also declared a 
dividend of 20c. per share on common, 
payable Jan. 30, 1941. 

Two Nunn-Bush retail stores were 
discontinued during the year, while 
three new departments were opened, 
leaving a total of 29 stores and 89 
departments. 


Uphold Trading Stamp 
Legislation 


MADISON, WIs.—The 1939 Wisconsin 
trading stamp law, which prohibits the 
issuing and redeeming of trading 
stamps with the sale of fair trade mer- 
chandise when redemption of the 
stamps would bring the net price be- 
low the producers’ established minimum 
price, was held constitutional Jan. 7 by 
the state supreme court. 

The law was contested by the Boston 
Store and Ed. Schuster & Co., Inc., 
Milwaukee department store firm, 
which have issued trading stamps for 
years on cash purchases and for prompt 
payment of charge purchases. 

The test case, started more than a 
year ago in circuit court in Milwaukee, 
named Dist. Atty. Herbert J. Steffes, 
Milwaukee, as defendant. Later Gimbel 
Bros., Milwaukee, which does not issue 
stamps, the Wisconsin Retail Jewelers’ 
Association, the Milwaukee Retail Fur- 
niture Dealers’ Association, the Wis- 
tonsin Pharmaceutical Association and 
two independent Milwaukee druggists 
were interpleaded as defendants. 

The plaintiff stores were sustained 
in their contention that the law was 
“unconstitutional class legislation” by 
Circuit Judge Gustav G. Gehrz, whose 
opinion was overruled by the high 
court. 

In its decision, the supreme court 
Pointed out that it previously upheld the 
State fair trade act and that the trad- 
ing stamp law related directly to that 


act and consequently the stamp mea- 
sure was not “indefinite and uncertain,” 
as the plaintiff stores had claimed. 

In this connection, the decision stated 
that “this chapter (trading stamp law) 
was designed to fortify the earlier act 
and to prevent what the legislature con- 
sidered to be a form of price cutting, 
which by reason of the indirectness of 
its method constituted an effective 
means of defeating or evading fair 
trade contracts.” 


Canadian Shoe Sales Up 


MONTREAL, CAN.—Sales of shoes and 
other footwear in Canadian depart- 
ment stores in November last, based on 
returns to the Dominion Bureau of 
Statistics from 19 stores, totaled $2,- 
269,706, compared with $1,699,663 in 
November, 1939, an increase of 33.5 
per cent. 


Mid-Season “Pick-Ups”’ 


MONTGOMERY, ALA.—Shoes with 
matched bags are being promoted here 
as a mid-season “picker-upper” for 
“down-at-the-heel” Winter costumes. 
Merchants are advertising them as 
something that can be worn right now 
to “give a lift to those shoes and bags 
that look the worse for wear,” that 
can be used on through the Spring, 
and even during the Summer when 
dark shoes and bags are needed. 

Gabardine is the leading material 
in the mid-season shoes and bags. Gen- 
erally it is combined with a trim of 
leather, patent leather, reptile or. oc- 
easionally kid. 

Blues and black are highlighted in 
the gabardine. Brown in the new cop- 
per-kettle kid promises to be a good 
seller. Similar to the bronze tone of 
Winter, it has a bit more copper color 
in it. Combined with gabardine instead 
of suede it gives a new slant to brown 
as a Spring accessory color. 

The matching bags are of gabardine 
trimmed with leather. One set that has 
caused more than usual customer in- 
terest is the “sweetheart” shoe and 
matching bag, both made of navy blue 
gabardine and trimmed with a narrow 
piping of gray reptile. The shoe de- 
rives its nickname from the heart out- 
lined with reptile just above the open 
toe. A bow of self-material completes 
the trim. The shoe has a high, spike 
heel. 

For those who like closed toes, a 
classic styled pump in black gabardine 
with black patent toe and heel is shown 
in combination with a bag of black 
gabardine with panels of gathered 
patent leather. 

Oscar Covington, owner of the Foot 
Health Shop, reports a brisk mid-sea- 
son sale in all shoes with light trim, 
with gabardine sales leading. Saddle 
oxfords also continue a good seller at 
Covington’s. Both open and walled 
toes are in demand. Though Mr. Cov- 
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ington believes black will continue the 
most wanted color in the Spring, he 
thinks that blue will also move into the 
limelight. 

Shoe merchants report generally a 
disposition on the part of the customer 
to buy better merchandise. They also 
report such big holiday sales that little 
stock was left for clearing out. 


Hutzler’s Plan 
Expansion Program 


BALTIMORE, Mp.—Hutzler Brothers 
Company, one of the leading depart- 
ment stores of Baltimore, has an- 
nounced that plans are under way for 
a large addition to its North Howard 
Street store. Five additional stories 
will be added to the building which was 
erected in 1932 and which was origi- 
nally designed to allow for this expan- 
sion. The architecture will conform in 
every way to the lower floors of the 
present building. Albert D. Hutzler is 
president of the company. 

The construction will extend over 
most of the current year and into 1942, 
and the plan in enlarging is threefold: 
better service facilities, improved ver- 
tical transportation and more extensive 
selling space with additional depart- 
ments. The new plans call for the mov- 
ing of the fur vaults; this will give 40,- 
000 sq. ft. of additional floor space for 
selling and service. The up-and-down 
escalators, now runnning from the 
basement to the third floor, will be ex- 
tended to the sixth floor. The elevators 
will be rebuilt to conform to the three 
; rnd 

It has been announced that Eleanor 
Lemaire of New York will be the in- 
terior designer. 








